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New Commercial Car Sales 
In 10 States and D. of C. for 


June Fall 16% Below May __ 
DAVID E. ROSS 
NEW PRESIDENT 
OF ROSS GEAR 


_ 7 r ‘ Y 6 ser .  £ . oF > r 
EW YORK, July 13.—Sales returns for June, 1930, cov-|  Larayette, Ind, July 13.—The 
ering commercial motor vehicles have now been re- | board of directors of the Ross Gear 





This Represents a Decline of Only 17 Per Cent. From 
* the June, 1930, Record and a Seasonal 
Drop From May 


ceived from ten states and the District of Columbia. Com- |and Tool Company has announced 


mercial vehicle sales in June, 1931, totaled 3,704 units in| the election of David E. Ross as 
these ten states and the District of Columbia. This compares | president of the company following 


with 4,456 units in May, 1931, and with 4,500 in June, 1930.| the sudden death of Edward A. 
Ross, the company’s president, in 


The decline under May, 1931, is ®— : . 
somewhat over 16 per cent. and the | London, England, on Thursday, 
decrease under June, 1930, is ap- | RU K MAKERS July 9. 
proximately 17 per cent. Consider- | Mr. Edward A. Ross sailed for 

: siness ittane | England on Monday, June 29, to 
= _— ee ee TO ORGANIZE represent his company in several 
are doing rather well, certainly as 0 0 | important business developments in 
well as can be expected, in these NATI NAL B DY | engiana and on the Continent. A 
first ten states to report and the |sudden illness in crossing made 

ri ‘hi ‘ . ssary two emergency opera- 
-—: Chicage, July 13.—Deeision te er- ae camamienee aan his ar- 


The states and their commercial i J 
sales for June, 1931, May, 1931, and - pee the National _ Motor Truck rival in London. He succumbed to 
+ , , J» ’ |Manufacturers Association into a bass ne d th 
June, 1930, are as follows: the second operation and death 
June May June | ; . ne | 2 

1931 1931 1930 . — bi hong an 9. Mr. Ross has served as presi- 

> weenens SSST | dent. of the company since March 







Delaware ..... 105 107 97| by Deane Chivington, executive sec- | 15. 1927 
Illinois .......1,056 1,452 1,385 | retary of the association. prance fil Wi “ila, shila Hiei 
Maryland ..... 523 518 506 Mr. Chivington also made known oannans of ae lca denen anu haan 
Montana ..... . 139 159 153 . , : 

“Nor : Continued on Page 11) (Continued on Page 2) 





So. Carolina .. 
DEY S03 6s % 446 175 154 245 


rican’ 3 WIL Increased Junking Bonus — 


Dis. of Col. .... 201 215 153 
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Cautious Optimism in Detroit; ; 
Hoping for Bumper Crops 


man rpor 4 ‘ a 
| Permanent corporation was made at | (ocurred on Thursday morning, July | 
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OB phdagei July 13.—While this city is going into one of 
the dullest periods of the year as far as plant production 
goes in the automotive industry, there is not in evidence the 
wholesale pessimism that might be expected. As one well 
‘known manufacturer privately expressed it the other day: 
“We have taken the licking and the sting is beginning to wear 
off. By comparison we begin to feel almost cocky.” 

* Labor conditions here. are likely 


INDIANA INDUSTRIAL | to be somewhat spotty in automotive 
plants. Manufacturers are beginn- 
ing to get to work on new madel 


LEADERS LAUD PLAN | stutr. ‘tat does “not mean that 


| they are actually turning out the 
FOR DEBT RECESS isi st ext yeas snows 


| means that in various departments, 
Indianapolis, Ind., July 13.—In- | Production of certain parts has been 
dustrial centers of the state look |>rought up to the limit that will 


with a great deal of hope toward | be needed for present lines. 
business reaction to President | Such departments will be shut 


Hoover’s proposal for a world|@0wn on actual production, while 
moratorium. | they are tooled up to begin shooting 


Managers of Calumet industries | Stuff for the 1932 models. Within a 
expect an immediate pick-up in| Short time they will be working 
orders for steel, and railway equip- | 48ain, turning out these new parts. 
ment as a result of acceptance of | By degrees the entire plant com- 
the plan, according to reports re-| Pletes its quota of parts or vehicles 
ceived here. | for the 1931 lines and department 

Steel mills of Indiana Harbor, | after department swings into pro- 
Gary and South Chicago will be | duction of the 1932 units. July and 
'operating at 60 to 70 per cent,| August might be called a period of 


capacity by August 15, officials of 


(Continued on Page 2) 


~ MONMOUTH DEALERS 
MOVE TO CONTROL 
CHANGING OF LINES 


(Continued on Page 2) 


— == “|  Selve Dealers’ Used Car Ills? | _........— 


COURT RULES CLAIMS 
FOR EXCISE REFUND | EW YORK, July 13.—C. A. Vane, general manager of 
the National Aut bile Dealers’ Association, has 
MAY BE REOPENED raised ane Mamaia ain in aes eile bulletin of that 


| association on “Can Increased Factory Junking Bonus Solve 
New York, July 13.—Refund claims the Dealers’ Used Car Problem?” Mr, Vane apparently has 


onens - the — Se eee sales| devoted many hours of thought to this question and his 
to states or municipalities are ex-| ....1.,.;. : om: Me co, ee. ee > Bee 
euapt from the exciee tax, if rejected = opens a broad field for discussion of this time ly 


within the last two years, can be \ 
reopened on the basis of a decision; Using hypothetical cases wherein | hicles still in operation that were 
recently handed down by the United | the factory segregates an amount | built before 1926 can be junked an- 
States Supreme Court. equal to one per cent. of the sale/nually. Under this plan, of course, 
The decision, made in the Indian! price of a new car into a fund for| the dealer is allowed only $50 for 
Motocycle Company case, holds | reimbursing dealers for cars junked, ! each car junked. 
—_— Mr. Vane points out that only @ On the other hand, should the 
(Continued on Page 10) small portion of the 8,000,000 ve- | suggestion for an increase in the 
| junker bonus to 5 per cent. of the 
saJe price of a new car be adopted, 
Mr. Vane calls attention to the fact 


that this would result in an increase 

a e@ ews as eS in the retail price of the new cars 
which would ultimately be reflected 

Pontiac, Mich. July 13.—It has just been announced '® fewer new car sales, lower fac- 

. ’ ’ . tory profits and might actually de- 

here that the Oakland Motor Car Company will close July feat its own purpose through deal- 
25 for two weeks for the usual summer vacation period. No 
changes in the Oakland-Pontiac lines are expected during 








(Continued on Page 11) 








the shut-down. ———_—_ 
+ * * 
Detroit, July 13.—Plants of the Timken Roller Bearing TODAY 
Company will be shut down from July 16 to July 29 for the — 
Sparks from Detroit ......Page 2 


regular summer vacation. 
Touring truck does double 


* * * 

New Haven, Conn., July 13.—After three successive uty for Ford dealer in a sig 
weekly increases of 0.3 in Prof. Irving Fisher’s index of jae ee as — : 
wholesale commodity prices the figure dropped 0.2 last! Chevrolet dealer to sell ...Page 3 
week, putting the index at 70.4 for the period ended July 10. | Editorial: “Examination of 
This compares with 70.6 the week before, with the low this| Motorists” ...-....-.----. Page 4 

: °O nF . ‘ ° otal ies Contemporary Comment ...Page 4 
year of 69.7 established on June 12 and with 84.5 a year ago. Calendar of Coming Events..Page 4 

# * * nae ; es 

Detroit, July 13.—The Ford Motor Company has agreed et ties aoa = 
to respect the rate of the North Atlantic Conference fol-| with trucks ............. Page 12 
lowing complaint by the United States Merchant Fleet Cor-|. | REFERENCE TABLES 
poration that the company was shipping motor vehicles at | “2J0r, Specifications | and 
rates below the fixed level. senger cars as eee 8, 9 


| lution forbidding dealer members 
sk Aka ca | from taking over the representa- 
NEW a ta ae ae i | tion of a line of cars now carried 
- , eT JULY 28 | by another member of the associa- 
Boston, Mass., July 13.—The an-| tion, if such action would be un- 
|nual outing of the Automotive | satisfactory to the present repre- 
| Boosters’ Club No. 1 of New Eng-| sentative, was adopted at a meet- 
}land will be held July 28 at Pem-|ing of the Monmouth County Au- 
| berton, Mass. Delegations will at- | tomobile Dealers’ Association here. 
| tena from Portland, Manchester, | Under the terms of this resolu- 
| Springfield, Worcester, Hartford|tion a dealer violating this rule 
and other New England cities. Dan | could be barred from future shows, 
|Tannan is chairman of the general | dismissed from the association and 
|}committee. Vice-Chairman James | caused to forfeit his equity in the 
|E. Redman of the international | association. The above penalties 
jboard of governors of Boosters’ | 
/clubs will be a guest. 


Maryland Dealers Discuss 
Problems of Merchandising 


QCEAN CITY, Md., July 13.—The at the idea of manufacturers bar- 
annual two-day meeting of the| ring their dealer bodies from deal- 

Automobile Trade Association of|ing in used cars. Collective action 
Maryland opened at _ the George | of both dealers and manufactui- 
{Washington Hotel here today, with;ers he said was the chief basis 
approximately 300 members in at- | upon which a successful organiza- 
tenadnce. tion could be established. 

The convention was called to order = — ot the used car 
; ; situation he said: 
this afternoon by A. H. Bishop, |" «1 pelieve distributors and dealers 
president, and the members were| will stamp this poisonous practice 
welcomed by William M. McCabe, | out just so soon as the manufactur- 
mayor of Ocean City. Some inter-| ers will permit them to do so. I do 
esting sidelights on the legal pit-| not believe it is necessary for manu- 
falls of automobile merchandising facturers to exert pressure upon 
were given by E. Allan Saurwein, | their dealer body to have them con- 
counsel for the association, and K.| guct their business along profitable 
A. Ridenour, director of sales Dodge | jines. I believe dealers will conduct 
Brothers, Detroit, gave some point-| their business along sound profit- 
ers on training salesmen. | able lines just so soon as manufac- 

Closer cooperation between fac-| turers cease demanding that they 
tories and dealer organizations was| get volume at the expense of net 
} urged by Thomas W. Wilson of the | profit 
| Wilson-Nash Company, Baltimore, “The manufacturers collectively 
|as his answer to “The Dealers’ a 
; Real Problems”. Mr. Wilson scoffed (Continued on Page 10) 





(Continued on Page 10) 
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Detroit Car Makers Look ay 
To Fall With Caution 


(Continued trom Page 1) 


lertia, meaning part 
departments while 


completed to go to 


more or less hh 
sbut-downs in 


preparauions are 


work on the new stull 

Leaders in the industry here agree 
that the clean-up this vear—that Is 
the clearing away of the fag end of 
the 1931 production to make wa) 
for the new 1932 models, is going 
to be a much less drastic operation 
than in previous seasons. Produc- 
tion has been held so close to de- 
mand that the clean-up in most 
cases is going to be comparativels 
an easy job. This situation has con- 


tributed to the feeling of cautious 
optimism that is found on the sur- 
face at any rate in Detroit 
Considerable stress is laid here 
on the prospect for bumper crops 
It is pointed out that this includes 
not only wheat, cotton and corn, the 
staples. so to say, but fruit and 
vegetable crops. While wheat and 
cotton prices are rightly worrying 
the farmers, the huge crops of other 
farm products are likely to bring 
some profit to the farmers and to 
transportaiton agencies. The rail- 
ways are going to make a _ protit 
from carrying increased quantities 
of farm produce to market. This 


should stir up some buving of equip- 


AUTOMOTIVE DAILY NEWS, TUESDAY, JULY 


| DAVID E. ROSS 
NEW PRESIDENT 
OF ROSS GEAR 


(Continued from Page 1) 


ness picture and that the automo- 

tive indutry will get its due share of | Company, relinquished the office of 
any increased buying that may re- vice-president in 1927 He had 
sult helped to develop the business of 


the Ross Gear and Tool Company 
since its very beginning in 1906, and 


KELLY-SPRINGFIELD TIRE 





PRICES MAY BE CUT at the time of his retirement was 
vice-president and general manage? 

Akron, O., July 13.—W. H. Lally,! of the company, in charge of pro- 
president of Kelly-Springfield Tire | duction and engineering. Likewise 
Company, says of prices: “Our!he was the inventor of the Ross 
products are now selling at the!cam and lever steering gear. He 


was and is one of thte largest stock- 
holders of the company, and up to 
of his retirement had been 
> in every way in the develop- 


lowest prices in the company’s his- 
tory and because of this it is our 
opinion that a price reduction would 
not be consistent nor is it necessary. | actiy 
ment and handling of the company’s 


thea 


time 






On the other hand we may .give 
consideration to a general price in-' business. He is in every way fa- 
crease, which we _ feel would be; miliar with the company’s product 
warranted in view of the exceptional} and is known personally to many 
tire values we are giving the public of the con nv's customers. 
at this time. Following his retirement in 1927, 
Our sales to dealers in June ex-' David E. Ross contnued his resi- 
ceeded May by 25 per cent., and dence in Lafayette, maintained con- 
combined dealer shipments for the tact with the company and its af- 
first six months of the current | fairs, but devoted his time actively 
year are considerably ahead of those to certain forms esearch, in 
for the corresponding period of last which he was greatly interested. He 


ard of trustees 


year.” is chairman of the bs 
= . = . = of Purdie University, at Lafayette, 
PARVIN, WILLYS-KNIGHT and has given much of his time to 
DEALER DIES IN WARREN :no affairs of this institution. His 
Warren, Pa., July 13.—L. H. Par-' return to active duty with the Ross 








T 


ment bv railroads, to the benefit of vin, president and general manager Gear and Tool Company continues 
the steel and other industries. of the Parvin Motor Sales Com- in the office of president a man who 
It is not too much to say that De- | pany, Willys-Knight distributor in, has grown and developed with the 
troit generally hopes that fall and Warren county. died suddenly at institution and who in effect merely 
the movement of the crops will shed his home in this city early this again resumes responsibilities with 
a jitle brighter light on the busi- week which he has long been familiar. | 
— — | Otherwise. the personnel of the Ross 
organization remains unchanged 
GE w& J f A bb SILENT CHAINS Lafayeite, Ind., July 13 The 
Fairfield Manufacturing Company 
Are Factery Equipment on the Majority of All Cars of which Edward A. Ross was presi- 
AMERICAN Hupmobile 8 (H-13%) La Salle & A manufacturer of dent, has announced the election of | 
Hupmobile & (U-133)  Lineoin & high grade eights | David E. Ross as his successor to 
Cadac V-8 Hopmobile Century ® Oakland Y-8 4 3 
Name on request) the presidency of this company 
Cadac V-12 
Peerless & (Model B) Rochester Baird of Lafayette has 


MORSE CHAIN COMPANY 


Codiliac V-16 : ; 3 
Chrysler & Ithaca, N. ¥.: Detroit, Mich Peerless § (Model C) = been named vice-president and A 
brysier & De I a: Seen: eae Pontiac 6 J. McAllister, secretary-treasurer. 
> ’ . . 
Chrysler e Luxe Division of Borg-Warner Corporation Reo Flying Cloud 6 Mr. McAllister has long been ac- 
Chrysler Imperial 8 Reo Flying Cloud 8 | tively identified with this com- 
t tal Motors ‘ , 
Continenta ote eas Mousa & pany. bo 
De Soto 6 The Fairfield Manufacturing 
De Sote # FORFIGN —— is a large manufacturer 
( rential gears, wit any cus- 
mane Ole ie f differential gears, with many cu 
ectec i ; tomers in the truck and tractor 
to tres , ’ e 
ocgt " Andi fields This company was founded 
Dodge Bros, & Brennaber and developed by the Ross family. 
Durant © (614) Fiat and at one time David E. Ross was 
Durant 6 (615 Hansa Lloyd general manager of the company. 
Essex € Vauxball . is se — 7 > Pel Ee eS 
CLASSIFIED ADVERTISEMENTS 
Hudson # Wanderer Werke Se N sions ee : 
IN THE AUTOMOTIVE DAILY 


Hupmobile & 1c - 100 


INDIANA INDUSTRIAL 
LEADERS LAUD PLAN 
FOR DEBT RECESS 


(Continued from Page 1) 


the industries predicted. The present 
stee] production is approximately 
SO per cent. of capacity 


Increased freight rates movement 
eo! crops preparations for the 
world’s fair and an_ increasing 
Mumber of public works projects 
throuenout the Middle West will 
coniribute to the large demand for 
Stee], and railway equipment. it 
Is expected 

A leading steel official said he is 
contident all mills in the region wil] 
be operating at 60 per cent. capa- 
city before August 1 - 

There will be no demand for out- 


side labor, however, as the mills will 
call back employees who have been 


Jaid off in the slack period. it was 
Said 
rhe steel mills are equipped for 


greater production than ever before 
The Illinois Steel Company at Gary 
is completing the equipment of new 
roliing mills, open hearths and coke 
ovens The Inland Steel Company 
nere is erecting a hot strip mill and 
making other extensions costing 
$15,000,000 

Meanwhile plans are in the mak- 
@: for the new $75,000,000 steel 
mis of the National Steel Corpor- 
ation at Port William, east of Gary 
Consiruction will begin early in 
1932, it is stated here. 
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Pris New and Attractive 


Clock-Mlirror Combination 


The uitimate refinement in interior equipment. Precision constructed. Designed by 
experts. The wide-vision mirror is 8’ x 2!4'. Handsomely finished. Finest glass 
with deep bevel. Lists ot $17.50. JAEGER timepieces are regular equipment on 
Cadillac, La Salle, Minerva, Packard, Hispano-Suiza, Isotta-Fraschini, etc., etc 


Other JAEGER Models $17.50 to $90.00 
Send for Folder 
JAEGER WATCH CO. Inc. 
204 E. 45th St., New York 


E. L. Vail, Vice-President cH CO-. io 
SAEGED sth Sty New oe 
304 Eas _ Send folder! on JAE 
Gentiem ea pinations: 
Mirror OD 
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PARKS from 


4 Speed Driver’s Vacation 
* * 


Old Scout Days 





Chris Sinsabaugh—Detroit Editor 





ROM C-o-n-s-h-o-h-o0-c-k-e-n, P-a. (almost as hard to spell 

as the name of the lake where Amos ’n’ Andy are spend- 
ing their vacations), that little town on a short-wave length 
out of Philadelphia made famous because it is the home of 
Lee tires, comes a letter from George H. Duck, adVertising 
manager of that company, Duck read of A. 
vanDerZee’s offer to loan Ray Priest a car for his vacation 
just after Ray had finished covering 104,000 miles in one 
vear in the Marathon Dodge. 

“Mr. vanDerZee’s humorous offer reminds me of a leiter 
1 received from Cannonball Baker last June after he had 
broken no fewer than eleven open road records in the pre- 
vious six months, including a twenty-four-hour run from 
New York to Los Angeles, all solo driving,” writes Duck, 
“Baker said: ‘During the winter and early spring I worked 
Since returning home 


In “Sparks” 


overtime and more than my share. 
my wife has suggested that we indulge ourselves with a drive 
west to the Pacific Coast. After giving the suggestion con- 
siderable thought, I have agreed with her, and we are plan- 
ning to start west early in July, expecting to be on the coast 
two or three weeks. My itinerary will cover a drive over the 
transcontinental alley into San Diego, then up through Los 
Angeles and San Francisco into the Northwest, returning 
home via Butte, then across the Dakotas into Chicago and 
home.’ 

“So here you have Baker’s idea of a holiday. Incidentally, 
he made the trip and in the fall he tuned up the Stutz and 
drove from New York to Los Angeles in sixty hours and 
fifty-one minutes. IT WAS HIS NINETY-SEVENTH 
TRANSCONTINENTAL CROSSING. I offer the Baker in- 
cident as evidence that vanDerZee was only humorously 
wrong in his selection of a holiday for Priest.” 


* * * 


ND as a prosperity item, Duck states that the Lee fac- 
tory has been on full time for approximately four 
months and that during the past week the plant exceeded 
its very best production boom-time records. 
oo Dwight Huss and Percy Megargle started in that 
famous transcontinental race in Oldsmobiles, just 
twenty-six years ago, Charles D. Hastings, chairman of the 
board of Hupmobile, was on the Olds pay roll at Lansing. 
Therefore, when Huss started the other day from New York 
in “Old Scout” to rerun that famous race, Mr. Hastings.did 
a little reminiscing, recalling the terms of the old race. 
It seems there was great rivalry between the two drivers 
and it was arranged that the winner of the race was to get 
$1,000, while the loser was given the car he drove. Fo. 
several years following 1910 Huss was in the engineering 


* * * 


department at Hupmobile. 


| it 


* * + 


T is a matter of record that Charles M. Schwab was at 
| Indianapolis last week conferring with Col. Gorrell at 
Stutz, in which the steel magnate has a goodly investment, 
is stated. Detroit knew Mr. Schwab was out this way 
because of a local incident. 

The credit manager of one of the big hotels here called 
up an official of a Detroit automobile company the other day, 


'asking if Mr. Schwab was in the city. Then he went on to 


| chances,” 


recite that a Charles M. Schwab of Pottstown, Pa., had regis- 
tered there and had asked him to cash a check for $1,500, 

“T don’t know Mr. Schwab when I see him, although the 
man with the check looks like Mr, Schwab's pictures, but 
$1,500 is $1,500 these days and I don’t intend to take any 
said the credit manager. 

The automobile company executive could not confirm 
Mr. Schwab’s presence in the city, but he did suggest a way 
out. The city editor of a local newspaper was called up, a 
reporter was sent to the hotel and in fifteen minutes had 
secured an interview which thorough established the identity 
of the stee] magnate in the mind of the credit manager and 
Charles M.’s check was cashed. 
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Towing Truck 


Does 
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| i ERE’S how a large Chicago Ford dealer gets double and 
triple service out of his service truck. His investment 

in a wrecking car has paid dividends in more ways than one. 


tim OE iy 


Pe ne Nm 


cient extra work to make a truck of this kind pay. 
Instead of having a car exclu-* 

Sively for towing service, Hesser & pumps. The manager’ estimates 
Soden, 34 Morse Ave., Chicago, has| that the additional gas profits went 
its truck arranged for for accom-/a long way in paying for the service 
modating trailers, and can hook ON | truck and equipment. 

a large flat-bed trailer for delivery Again, repairs and replacement 
wor k or a gas tank for carrying gas- |parts are brought speedily when 
oline and fuel oil. To make this ar- | needed in the large flat-bed trailer. 


rangement practical, it was neces- | This means additional profits and 
sary to use a derrick which took up 


saves time and delivery charges. 

little room in the truck when not in The service truck has brought 
actual service. For this purpose the | other business to the shop. Among 
Ammeo service truck derrick, make | other things, it gets practically all 
by Automotive Maintenance Machin- | 

ery Company, was chosen. This der- 
rick has a circle swing boom that 
can be turned and locked at the side, | ment; the truck is a classy job and 
and a small supporting base which is always kept in shipshape condi- 
takes up less than a square yard|tion. Company name, address and 
of floor space. This compact der-| phone number are easily seen: it 
rick permitted the addition of the/ has actually brought customers into 


j}automobile credit company. Fur- 


coupling platform at the back of | the shop. 

the truck. The platform is not in Here one dealer has cleverly 
the way when the car is used for' solved the problem of having the 
wrecking purposes, and in only a necessary’ service truck which 


seemed at first 
pense. “Our 
unique! and made money for us,” 
| service shop manager. 
|couldn’t get along without 


STEEL FOUNDERS SET 


moment's time can hook onto either 
of the trailers. 

As a wrecking car, this 
truck has seen Much service, bring- 
ing in as many as torty-eight jobs 
a day in bad weather. Many of 
these cars required profitable over- 


it.” 


When not on service jobs, the} 
truck is coupled to the trailer-tank, 
and fuel oil is carried for the gar- 
age. Gas, too, purchased at half} 
the delivery price, is brought from) fall convention of the American 
tank cars on a nearby railway sid-|Iron and Steel In°' ‘tute slated for 
ing to be sold from the dealer's New York, October 23. 


Other meetings scheduled include 
| one to be held in New York on 
October 22, the day preceding the 


Putting an Idea Over 
BE THE SECOND OWNER 


5- 1929 LaSalle Coupe, 2-pass., 


rumble seat 


1929 Pierce-Arrow Sedan, 
cg «Pass, 6 Ww. Ww. 


1928 Packard Sedan, 7-pass. 1928 Cadillac Sedan, 7-pass. 


1929 Nash Sedan, Advance 6 1930 Oakland Sport Coupé 


low priced Packards in good condition. thet can be 


.*ry substantial saving. 


We have several 
purchased at a 


Specials 


Pierce-Arrow Sedan 1931, Black 
with Silver trim, 5-pass. Is ap 
exceptionally cood buy. Must 
de seen tc be appreciated. 


PIERCE-ARROW 


154 PARK AVE, DIAL 


Pierce-Arrow Club Sedan 1931, 
low mileage, Brewster green, 
color ts absolutely like new in 
every detail. Priced to sell. 


%-1247 






The Pierce-Arrow dealership in Worcester, Mass., uses a neat arrange- 

ment in two-column space. “Be the second owner,” is the idea put 

across in listing late models of various makes of used cars. No prices 
are advertised 









Triple Duty Iden 


For Ford Dealer in Chicago 


Even a small garage might follow his example and find suffi-| 


|the towing work of a large Chicago | 


thermore, it is a constant advertise- | 


too much of an ex-| 
truck has both saved | 
says the | 
“We simply 


hauling and repairing, and_ this 
business, as aa as a towing, FALL MEETING DATES | 
would have been lost without the 

service truck. Before acquiring the Chicago, July 13—The first fall 
truck, even regular customers of : > $’ 

the dealer had been forced to eats | OERRS of me atest reuneeee 

on motor clubs or other service sta- | Society of America, Inc., will be 
tions for towing, and these competi-|held in Chicago on Thursday, 
tors usually got the service business.| September 17 
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DODGE DEALER’S 
SPECALIZATION 
SUCCESSFUL 


| Q'PECIALIZATION on valve-grind- 
” ing has helped to build service 
business for the Blue Ribbon Ga- 
er of Stamford, Inc., Dodge deal- 


ership of 49 Elm St., Stamford, 
Conn. This concern is constantly 
“plugging” its valve-grinding facili- 
ties and experience in newspaper 
| space and direct to the customer, 
| with the result that a large volume 
|to Ernest E. Desaulniers, service 
manager. 

The department carries a large 
array of special grinding equipment, 
and Mr. Desaulniers makes a policy 
of investigating every new 
that comes on the market, 


and if 


| found satisfactory, adopting it. The | 


} result is that the Blue Ribbon Gar- 
age has achieved a reputation 
Stamford for its valve-grinding 
work, and customers for this divi- 
sion are easily persuaded to have 
other service operations done by 
the concern. 


| “We study the subject and endeav- | 


'or to make our work a little better 
than the other fellow’s,” Mr. De- 
saulniers explained. ‘We spread the 
idea among all our customers and 
in our advertising This pays in 
itself plus other work that can be 
sold to the customer If there is 
anything that secures and holds 
new customers these days it is ser- 
| vice and more service 

“Our valve-grinding work is done 
at a very reasonable price, due to 
our facilities, but at a figure which 
insurés us a fair profit. We find 
that this concentration pays many 
times over. When a new car buyer 
returns to the shop to have ser- 
vice work done we try to help him 
| keep his operating expenses down 
so that he will be thoroughly ‘sold’ 
on his car and will come to depend 
upon us. We also emphasize the 
fact that we use only genuine Dodge 
parts, and this helps to create con- 
fidence.” 


CHRYSLER JUNE SALES 
UP 56% IN NEWARK 


Newark, N. J., July 13.—-Altred De 
Cozen, president and general man- 
| ager of the De Cozen Motor Com- 
pany, Chrysler distributor, reports 
}an increase in retail deliveries for 
| June of 56 per cent as compared 
|} with the correspondine period a 
year ago. 

“Business,” Mr. De Cozen said, 
“has shown a decided improvement 
every month this year as compared 
with 1930. The tone generally, and 
this is particularly true of late, 
seems to indicate that we have seen 








the worst, and that from how on, 
considering seasonal slow periods, 
business should show a_ definite 
| steady pickup.” 

Ernest Meyer, winner of the De 


| Cozen Motor Company’s June sales 
contest, has taken his cash award 
and is planning to enjoy himself 
somewhere on the high seas. 


i 
| 
| 
} 


of this work is handled, according | 








Use of a check mark as a means 

of identifying all used-car ad- 
vertisements has been used for a 
number of years by the Ormsby 
| Chevrolet Company of San Antonio, 
Tex. The check mark was adopted 
jafter study for some means to set 
out the advertising of this firm as 
| distinctive and separate from all 
| others. The plan used has brought 
‘about the desired results. 

“We have had a great deal of suc- 
cess through the use of this identi- 
fication mark,” L. D. Ormsby, 
president of the firm, explained. 
“We wanted to devise some means 
that would bring our ads out apart 
from the others, and the check 
| mark is doing the business. 

“There is so much used car adver- 
tising in the want columns of the 
daily newspapers that, unless some 
means are taken to identify the ad- 
vertising of one firm from another, 
it takes a close scrutiny to tell them 
;} apart. We had put considerable 
effort in building up a good used 
car department. We had equipped 
| our shops with the finest tools and 
machinery for reconditioning the 
cars we took in as trade-ins on new 
car sales. We had a guarantee that 
was placed on every used car sold. 
; But in our advertising there was 
nothing which would identify our 
ad from any other. 


tification Mark Aids 
Chevrolet Dealer to Sell 


| indefinite 


used car ads are quickly attracted 
to our ads through this mark, and 
our sales increase proportionately. 
“When we began to use this ad 
the results were rather vague and 
for a time. But now we 


| believe that they are more positive 


| tel] 


“So we began to use the check 
mark. In the corner of every used | 
car advertisement that we now 


place, you can find a check mark. | 


mark identifies that 
as coming from the 
And it 
in that 
can be 


That check 
{ advertisement 
| Ormsby Chevrolet Company. 

identifies the cars offered 

ad as the best values that 
had for the money. 

“The check mark is quickly tound, 
and quickly attracts attention to 
the Ormsby ads. Where other ads 
are made up in the genera] form 
followed by newspapers, our ads are 
distinctive in that they have the 
|check mark in the upper right hand 
corner. Persons glancing over 


device | 


in | 


| ae 


| 


the! 





Previously we would have people 
us that they had a hard time 
finding our used car offers, since 
they would be buried among the 
other ads. Now, with the identifi- 
cation mark, it is an easy matter 
to tell which are our ads, and we 
have received many complimentary 
remarks through its use. 

“Very often the success acquired 


through sales may be traced to 
some plan which has brought the 
customer into your place of busi- 


ness, or which has turned his atten- 
tion toward your firm. That is one 
of the duties of the check mark. 
Among the scores of other automo- 
tive ads found in the want ad col- 
umns of the Sunday newspapers, 
those of our firm stand forth sep- 
arate and distinct from all the 
others. The check mark does it.” 


DETROIT A. D. A. GOLF 
TOURNEY SET FOR AUG. 4 


Detroit, July 13.—The annual golf 


tournament of the D. A. D. A. will 
be held at the Gowanie Golf and 
Country Club near Mount Clemons 
on Tuesday, August 4. The active 
members of the D. A. D. A. will 
participate in a competition for the 
president's trophy, given by H. K. 
(Dick) Chambers, the chief execu- 
tive of the organization. The D. A. 
D. A. perpetual trophy is awarded 
to the line of cars whose represen- 
tatives have the four lowest gross 
scores. The first foursome will be 
scheduled to tee off at 1 p. m. and 
dinner is to be served at 7 p. m 


CLASSIFIED ADVERTISEMENTS 


IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 





HE performance of the 


new Willys cars has aroused keen 


enthusiasm here. 


very car in the 


line is an outstanding value in its 


price class.” 


—Sehmidt & Boettcher, Inc., 


New York City 


Write or wire for franchise particulars 


Willye-Ovoclaad, Lac 


» loledo, OU. Willys-Overland, Lid., Toronto, Cana. 


- WILLYS 


A BIG SIX priced like a teur 


A POWERFUL EIGHT 
A BRILLIANT KNIGHT 


2 NEW WILLYS TRUCKS 
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Examination of Motorists 


| I seems quite probable that before very long there is going 
to be a concerted drive by physicians to have physical 
examination of candidates for automobile driving licenses 
made a part of the already voluminous traffic laws. The 
object would, the collection of a medical fee 
from all the millions who annually receive licenses to drive. 

Superficially there is a faint suggestion of sense in the 
securing of proof that every driver is physically fit to operate 
a motor vehicle. Actually accidents caused by disease are so 
small a percentage of the whole that they are negligible. To 
examine and collect a fee from each of the millions of people 
who annually apply for drivers’ licenses amounts to nothing 
more than mulcting the motorists of America. 

It is somewhat remarkable how temptation to prey 
the motoring class, a very large proportion of our population, 
appeals to all sorts of special interests. Motoring now bears 
heavier proportionate taxation than any other function of our 
national life. If the doctors are permitted to dip their fingers 
in the motoring pocketbook, no doubt our ministers will next 
demand that every applicant for a driving license present a 
letter duly signed by a pastor, certifying that said applicant 
has the moral qualities necessary to safe driving. Then prob- 
ably the dentists will insist on a certification of the teeth of 
all applicants. After that why shouldn't the united barbers 
of America get theirs? And should the bootblacks be for- 
gotten in the ladling out of this golden stream? 


of course, be 


on 


Whatever methods of mulcting the motorists have been 
permitted to pass up to this time, here is an idea in fee 
collection that deserves to be smashed the minute it shows 


its head. 
Individual Reco very 
pete HAWKINS, long a 
motive field and now a me rchandising expert in 
Detroit, in the current issue of the Nation’s Business offers a 
program to bring back prosperity to this country. 

To us the interesting and significant feature of Mr. 
Hawkins’ program is found in a single paragraph. “Individ- 
ual business institutions,’ says Mr. Hawkins, “are not going 
to be restored to prosperity by way of the recovery of busi- 
ness as a Whole. Business as a whole can be restored only by 
way of the recovery of individual institutions.” 

In spite of all that has been said there are all too many 
business men and too many business institutions idly sitting | - 
by waiting for a general business recovery to come along and 
lift them out of the mire of depression. It ought not t6 be 
necessary to point out to any man capable of running a busi- 
ness that general recovery 


familiar figure in the auto- 
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se. Automotive Industry Faces Biggest 


Merchandising Job in Its History 


ROY W. . 


martial music, one of the 
dising jobs in history is bei 


industry right now in connection with distribution. 
been told, and there is no reason seriously to doubt it, that 


JOHNSON in current Printer’s Ink summarizes fundamental 
factors that are bringing a crisis in the automotive dealer situation. 


By ROY W. JOHNSON 
HOUGH it isn’t spectacular, 


there is a virtual agreement upon 
the analysis of the situation, and to 
|}a large extent upon the remedy, 
| boiled down the conclusion of the 


or accompanie dd by bursts of industry amounts practically to 
biggest constructive merchan- | this: 

ng tackled by the automobile| “The automobile distributing ma- 

I have chinery is breaking down- mainly 

; because the dealer has never had 


the chance to develop his own inde- 


the problem of distribution in the automobile field that was}! pendent initiative and responsibil- 


| brought to a head by the depression is the biggest problem) ity. eng: opel me own 
| , a ee avanr fara » sete hien .% se capital, he has never built an in- 
that the industry ever faced, 1 perhaps any industry. dependent business of his own, be- 

Superlatives aside, however, it is cause he has been virtually. the 
certainly one grand little problem, not be remedied, either, by shatter- | representative of the manufacturer, 


| almost 
| theorizing 


is simply the sum of a million} 


recoveries in a million plants, shops, stores, offices and 
where not. 

Lessening production costs, increasing distribution 
volume and efficiency, improving quality without raising 
price, are the principal factors in the individual business 


which will promote recovery for any given organization and 
so contribute to the prayed-for general recovery. 


Non-Shatterable Mugs 


ROM England comes a story indicating a new field for 
shatterproof glass, which will arouse merely 
interest in this arid (?) land of the camel. They are making 
the bottoms of beer mugs of shatterproof glass. In England 
the call for more beer is commonly a more or less lusty bang- 
ing on the table or bar with the empty mug. 
in glass-bottomed mugs has been tragic, especially late Satur- 
day nights. Shatterproof glass will cure this great evil, 
permitting anxious customers to make their wants known in 
the most carefree manner possible. 


a wistful | 


The mortality 


and one that goes pretty well down | 


An examination 
worth. I think, 
any amount of fine-spun 
to the value and im- 
portance of independent initiative 
and individual responsibility in a 
distributing organization 

I have said that the problem really 
goes down to fundamentals, and 
this is evident from the fact that 
though the depression finally 
brought it to a head, it was not 
caused by the depression. The de- 
pression only rendered it emphatic. 
Alfred P. Sloan, Jr., president of 
General Motors, declared in a recent 


fundamentals. 
its features is 


to 
of 


as 


statement to dealers and bankers: 
“It must be admitted that the 
trend, even in years of prosperity, 


has been adverse to the dealer body 


a whole.’ 
That 


SO 


as 
is a sizable admission! We 
accustomed to having 
industry held up as the 


in merchandising effi- 


are 
automobile 
last word 
ciency, 
one in 
comes 


position 
shock. 


President's Sloan’s 
as something of a 


It has been estimated by those in | 


a position to know that more than 


15,000 dealers went bankrupt and 
“passed out” between October, 1929, 


and January, 1931. At any rate, 
there was a net loss in dealerships 
of more than 9 per cent. in 1930 
alone. Those that survived faced a 
serious curtailment of their credit 
with the local banks. This, broadly 
speaking, was a tendency that had 
already set in before the depression 
began, but of course the bad times 
accentuated it. As a credit risk, the 
automobile dealer, generally speak- 
ing, had sunk from first to third 
or even fourth class so far as his 
individual responsibility was con- 
cerned. I am not referring here to 
installment paper that was mainly 
rediscounted by the finance com- 


panies through the large metropoli- 
tan banks, but to the willingness of 
the local banks to discount the 
manufacturer's sight drafts cover- 
ing the purchase of new cars ™ 
It was a situation that could not 
remedied by propaganda, or by 
palliatives such new 
price reductions. It could 


be 
superticial 
models or 


as 


“COMING EVENTS 





JULY 


19—Nurburg-Ring, Rhineland, Germany. 


Automobile Club of Germany, grand 
prize race 
SEPTEMBER 

1- 3—Cleveland, QO. Hote! Statler, Society 
of Automotive Engineers, twentieth 
annual aeronautical meeting in 
conjunction with National Air 
races 

8-17—Utrecht, Holland. Utrecht Fair, bus 
and truck show 

16-17—Atlantic City, N. J. Nationa) Pe- 
troleum Asscciation, annual meet- 
ing, Hote] Traymore. 

20-26—Springfield, Mass, Eastern States | 
Exposition. 

21-25—Beston, Mass. American Welding 
Society, meeting. 

28-29—Atlantic City, N. J. National Asso- 
ciation of Motor Bus Operators, 
fifth annual meeting. Hote] Am- 


bassador 


26-Oct. 2—Atlantie City, N. J. American 
Electric Railway Association, an- 
nual meeting. 
OCIOBER 
1-11—Paris, France. International Auto- 


mobile Salon, 


2- 3—Houston, Tex. American Institute 


of Mining and Metallurgica] En- 
gineers. petruleum division meet- 
ing 


12- 16—C hicago, I, National Safety Coun- 


cil, 
i4- 16—Piitsburgh, Pa. Society of Indus- 
trial Engineers, convention. 
15-24—London, England. Internationa) 
Motor Exhitition, Olympia Hall. 
22-28—Prague, Czeche-Slovakia. Interne- 
tional Avtomcbile Exposition. 


the 


that such a declaration from | 


ing the existing state of things to | serving primarily the latter's inter- 


bits and remolding nearer to the| ests. and bound by the specific re- 
| heart's desire. The existing system | Strictions of a contract. He has 
lof distribution was clearly better | been compelled to develop the func- 


tion of salesmanship to the exclu- 
sion of the other functions of suc- 
cessful retailing. What is needed is 


than no system at all, and the pres- 
ent dealers of the industry. though 


they were not responsible for it, : : 
were compelled to carry on with it. something that will put the dealer 
Such remedies as were applied into the automobile business for 
would have to deal with the situa- himself. 
tion fundamentally and construc-| The “Papa-Knows-Best” Doctrine 
| tively, not merely as temporary ex- In all of which there may be a 
pedients adopted in the hope of certain degree, of significance for 
postponing the evil day. manufacturers . other are — 
: : as ia are intent upon placing the retailer 
‘ _ pee . another in the form of contractual 
serious and heart-searching confer- | obligations. The doctrine that “papa 
ences before they arrived at a vir- knows best,” whether with respect 
tual agreement as to what was really to minimum assortments of styles 
wrong and what could and should | . 
be done about it Whether or not (Continued on Page 10) 


| 






| 





AELSE) 
HAY 


Permanently anchor- 
ing each spoke into 


place in Kelsey- ets 
Hayes steel spoke ; = —— 
wheels _ produces 


equal tension in all 
arcs of the wheel. It 
also makes for a 
wheel of tremendous 
| strength — long life 
and permanent 
alignment. 


Kelsey-Hayes Service i is World Wide 








| 
| 
} 





With Regular Dealer Discounts 
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R KO does not wish to tempt dealers who 


are satisfied with their present line and 


general set-up. 


But for those who are not satisficed—for those 
who feel the need of a supplementary line, 
for exaimple- -Reo now has something very 


specific and very ceriain. 


It is a special franchise, easily arranged 
under suitable conditions, for the sale of 


Reo Speed Wagons and Trucks, 


First see the new 1%-ton Reo Speed Wagon at 
$625, determine for yourself what a_ tre- 
mendous advantage it holds over competi- 
tion in the lowest price field—then mail 


the coupon below. 


The full story will be brought to you by a 
man competent to tell you frankly and 
promptly whether all the circumstances to 
be considered would make an association 


mutually desirable. 


REO MOTOR CAR COMPANY 
LANSING — TORONTO 


REO MOTOR CAR COMPANY, Lansing, Michigan, ADN 74 


Please send me at once—either by letter oc through your 


representative—details of the Reo Special Truck Franchise. 





Line(s) now handled oe ae eee 


My Firm Name_____ 


ces 
(City) ; 
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Production -- Engineering - - Factory - 


Linde Adds New Cutting | EBERHARD DOOR | Construction and Operation 


Blowpipe and Attachment — — Of Borg & Beck Clutches 


Borg & Beck Company, Division of Borg-Warner Corporation 














All of the Borg & Beck clutches, toward the fly wheel in_ pull 
are of a single plate dry disk type.| clutches amd towards the transmis- 
With the exception of the R, RD/| sion in push clutches. The effect on 
and Al models, they are alike in| the clutch pedal is to decrease the 
principle and general construction | clearance under the toe board, which 
but differ slightly in detail. The | is the distance that the pedal moves 
types whose symbol terminates in| away from the toe board when de- 
5, X and Y are released by pulling | pressing it before it begins to release 
the release sleeve and bearing away | the clutch. The clearance must al- 
from the motor. The KP, Q and| ways be maintained. 

QL types, however, are released by| The clutch adjustment is provided 
merely pushing the release sleeve | to compensate for facing wear. By 
and bearing toward the motor. All adjusting it according to the method 
of these are adjustable. described in this article the three 

All parts of the Borg & Beck|jJeyers move higher on the three 
clutch are located at the fly wheel|cams and bear at thicker sections 
and rotate with it when the clutch | of the pressure plate. In this man- 
| is engaged, except in those types of | ner the sleeve travel is decreased, 





a te Rt es tnt ee te tit entre rn anton 





FIG. 1 (upper) Prest-O-Weld type C-105 cutting blowpipe. Fig. 2 
(lower) Prest-O-Weld type CW-105 cutting attachment 





The Linde Air Products Company, | up to 12 inches in thickness may be | 
3 East 42d St., New York, N. Y.,| easily cut with this blowpipe, 
has recently added a cutting blow- metal of greater thickness can be| 
pipe type C-105 and cutting attach-| cut by experienced operators, it is | EBERHARD refrigerator body Coat | 
ment CW-105 to its new line of claimed. lock 


Prest-O-Weld medium pressure ap-} The type CW-105 cutting attach- | San : 
paratus of the detachable valve ment is of the single joint design and|, 4 new refrigerator body door tes | DISASSEMBLED view of Boe & Beck clutch with parts shown in 


body design. attaches directly to the valve body. fein aieiabenies ae | their relative positions 
These two types of cutting appa- ill ¢ ‘ 2 : actu ‘om , 
earners two pes of culting appa Jt wil cut metal up to 2 inches 18 Eisteiang Ibis constructed mith | clutches which have a release bear- | while the pedal clearance under 
and W-106 welding blowpipes pre-|11 inches over all, it can be con- toggle-linked latches with lever ac | ing cup that is kept from turning by | the toe board is increased. It is 
viously announced, can all be used |veniently carried in the pocket of tion which permits the frost line to} the pedal shaft release fork. In in-| necessary that a mechanic com- 
interchangeably with the same de-|the operator when not in use. All|be broken and the packing to be stances of the two bearing clutches, | pletely understand that the com- 
' compressed with a minimum of ef- |X and Y types, the release bearing | pensation for facing wear should be 















tachable valve body without detach- the advantages of design and con- ; , oe 
ing the hose or hose connections | struction embodied in the full-size | £rt, it is claimed. and sleeve (8), shaft and driven|taken care of by adjusting the 
and without the use of a wrench. type C-105 cutting blowpipe are in- It is made of malleable castings | plate (2) come to rest when the| clutch. He should never change the 
The locking device for these blow-|corporated in this cutting attach- | ¢*cePt for the steel bar. clutch is released. The sleeve is| Clutch pedal adjustment to correct 

pipe handles consists of a locking|ment. It is furnished with nozzles| Jt is adjustable for doors of ap-| prevented from turning on the | the toe board clearance. ; 
proximately 48 in. or smaller. shaft by a key which operates in a The R, RD and A-1 types differ 


1 2 ing | ; y . : 
bolt and wedge-shaped locking| Nos. 1 and 2 of the same type as | keyway cut the full length of the from those previously described, in 


screw. The locking screw is oper-| used on the type C-105. 
sleeve. This allows it to slide freely | that a number of small springs are 
ated by turning a ring and draws | BORG TO INTRODUCE along the shaft. In the single bear- used, which operate directly against 


é EWERTZ AWARDED SAMUEL 
ete ets “tae eee WYLIE MILLER MEDAL NEW ELECTRIC CLOCK ing clutches—S, KP, Q and QL| the pressure plate, and no adjust- 
| types—the shaft and driven plate | ment is provided in the clutch. The 

ss | (2) only come to rest when the release bearing is mounted on the 


gas-tight joint. The ring can also| The American Welding Society | 
clutch is released. transmission and when the clutch 


be used for hanging up the blow- | announces the award of the Samuel 
pipe when not in use. | Wylie Miller Memoria] Medal to — — : , 
The cutting nozzles have conical} Eric H. Ewertz “for his pioneering The Y types differ from the S and | Pedal is depressed the bearing is 
seats so designed that they will not | in the development and application | X models in the details of the sleeve | ™Oved toward the fly wheel and 
become nicked or damaged if the! of arc welding.” construction. Instead of a nut be-| Contacts directly with the inner 
nozzles should ‘be accidentally ing screwed on the rear end of the | €Mds of the three release levers. The 
. DU PONT VISITS PLANT sleeve, a lock wire in the groove at outer ends of the release levers en- 

the forward end holds the retractor | @ge the pressure plate lugs and 


dropped. 
The blowpipe is furnished as Springfield, Mass. July 13.—E. | 
collar in place. |} thus the pressure plate is pulled 
away from the driven plate and fly 


siandard, with four cutting nozzles} Paul du Pont. president of the In- 
whee] face, compressing the springs. 





The release of the clutch in the §, | 
X and Y types is accomplished by 


is transmitted to the clutch release) NEW INTERNAL TOOL 
bearing through the release fork on 
PERMITS MUCH 


the pedal shaft. This bearing is 
which also carries at its forward end | 
| the retractor collar (6) and in the REGRINDING 


mounted on the clutch sleeve (8), 
two bearing types, the retractor col- 


and a 75 deg. angle head. If re-| dian Motocycle Company, flew to 
quired, a 90 deg. angle head can be | this city from New York for a visit | 
furnished. Steel and wrought iron! to the local factory. 








lar bearing (10A). This entire sleeve 
is thus moved, to the rear, and 
by that action it compresses the} 
spring and moves the inner ends of | 


Back of USL 














* 
Flawless Containers the levers to the rear. Where a 4 oY } Nhe WH 
clutch brake is attached, the sleeve rn | oa pacaaauslllt 
' 2 HT 1 5 Bi eae el a assembly moves back until it comes 
BACK OF USL + l SL battery containers are — dankeet eli @ fesie Gaetan. 
1. Thirty-two + Subjected to a dielectric test, which is located at the extreme re- es 
years’ battery partition test, handle pull, lease position. 2 al FANGER Saternel bering, facing 
: 3 z : et anid < . e release aring in the an reading 
building experience. bumping test, acid absorption sali tc cael te et edmeasteme 


test and a general visual ime position on steering column. Below,|and has assembled in it a brass|_ The Fanger internal boring, fac- 
spection. Containers failing’ close-up of clock face bushing which can turn on the| ing and threading tools announced 
to pass these rigid tests are 1 iia aimee cael Maik: Hite: shaft. By this means the release | py the Bochum Tool Company, De- 
3. Standard equip- rejected. Consequently every sleeve assembly is centrally located. | troit, Mich., is said to incorporate in 
ment on leaded USI oetinlinae di biles will be placed on the market|In the Q and QL types the release lee eed the sibility : 

Je. CORNER use 3s a this month by the George W. Borg | bearing is mounted on the trans- | “e design the possibility of con- 


cars. near perfect as possible. Corporation, Chicago, Il, It has an mission and the release sleeve is| siderable regrinding. The special 


2. Six great fac- 
tories. 





mounted in the clutch cover and | circular form of these tools enables 


4. 18,000 service Quality is paramount! illuminated dial, is self-winding and | ;. , 
? S provid with a key to keep it : 

stations and dealers. Fi uses current from the car battery. | from aoe but still allowing it| ‘em to be reground quickly or to 
a: oe a USL Battery Corporation This new clock has a jeweled bal-|to slide in the cover. When the|%¢ touched up while there is any 
onal Dike Whee Niagara Falls, New York ance staff, machine-cut pinions, ver- | pedal is depressed the sleeve as-| form left on the circumference. All 
' 4 . nier regulator and a safety fuse. The| sembly is moved toward the fly} tools of 0.472 inch in diameter and 
6. Millions of sat- * Orhge USE focsesion ot Ooklend, Colifocnies hairspring is of the type which com- | wheel and compresses the spring| yowards have a cutter diameter 
isfied users. Manchester, England; Paris, France. pensates for temperature changes. and moves the inner ends of the . : 

The clock has a black enamel | levers forward. equal to the diameter of the bar 
dust-proof case trimmed in chro-| In all the Borg & Beck clutches|}@Md are bored and threaded to 
mium hight light. A steering post|of the adjustable types the outer | S¢rew on the bar. At the end of its 

BA i } ERIES bracket of polished chromium is reg- | ends of the three levers bear against | USeful life the cutter can be un- 
ularly furnished. The clock also| the three cam surfaces of the pres- | Screwed and a new one mounted. 

|can be installed in the instrument | sure plate Below 0.472 inch in diameter the 

Loug Life—Dependable Power board by using a special bracket When clutch facings wear the| tools are made in one piece, and 
The dia) illumination is provided | thrust ring, or pressure plate moves | SPlit-spring clamping blocks are 





by an electric bulb within the move-| closer to the fly wheel face, the supplied to fit these when required. 
ment. A switch is provided at the | outer ends of the levers follow. This | The steel employed for these tools is 
front which allows either momentary | causes the inner ends of the levers |® Special 22 per cent tungsten alloy 
or continuous lighting of the dial. and release sleeve to travel further steel. 
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A.C. S. 82d Meeting to 
Open With Symposium 
On New Research Tools 


The opening event of the eighty- 
second meeting of the American 
Chemical Society, to be held in Buf- 
falo, N. Y., for one week, beginning 
August 31, will be a symposium on 
“New Research Tools.” In announc- 
ing this symposium, Prof. Ernest H 
Huntress, Massachusetts Institute of 
. Technology, declares that science is 


moving so fast that even scientists | 


are bewildered. 

Two thousand representatives of 
chemistry and allied fields in this 
and other countries are expected to 
attend the society’s sessions, at 
which hundreds of papers will be 
presented. The chairman of the 
symposium will be Karl Taylor 
Ccmpton, president of Massachu- 
setts Institute of Technology. 


“After months of work,” Prof. | 
Huntress said, “Dr. Compton, in co- | 


operation with a group of eminent 
research workers in pure and ap- 
plied science, has selected twelve 
important new research tools for 
discussion in this symposium. In 
each of the twelve fields a paper 
will be presented by an outstanding 
scientist.” 

Illustrating the world-wide mu)- 
tiplication of knowledge, Prof. Hun- 
tress pointed out that last year the 
society printed 32,731 abstracts of 
chemical papers, in addition to 21,- 
246 patents, the material being 
drawn from 1,500 chemical journals 
in practically every nation. 

The twelve fields to be discussed 
at the Buffalo symposium are 
roughly divided into three groups. 
Speakers and their topics on radia- 
tion and atomic structure are: 

Prof. Donald H. Andrews, Johns 
Hopkins University, “The Use of 
Raman Spectra in Qualitative An- 
alysis’; Prof. George L. Clark, Uni- 
versity of Illinois, “X-rays as a Re- 
search Tool in Chemistry and In- 
dustry”; Prof. Worth R. Rodebush, 
University of Illinois, “Molecular 
Beams”; Prof. Charles P. Smyth, 
Princeton University, “Dipole Mo- 
ments”; Prof. Harold C. Urey, Co- 
lumbia University, “Molecular Spec- 
tra.” 

Speakers at a second group of 
subjects, dealing with new advances 
and applications of certain practical 
teols, are: 

Dr. Samuel Dushman, General 
Electric research laboratory, “New 
Gauges;” Dr.Per K.Frolich, Standard 
Oi] Development Company, “Cataly- 
sis;” Prof. Frederick G. Keyes, Mas- 
sachusetts Institute of Technology, 
“High Pressure Technique;” Dr. W. 
A. Peters, Jr., E. B. Badger & Sons, 


N. J. FOUNDRYMEN’S GROUP 
ELECTS MANTZ OF ATLAS 


Newark, N. J., July 13.—William H 
Mantz of the Atlas Foundry Com- 
pany, of Irvington, has been elected 
president of the newly organized 
New Jersey Foundryman’s Associa- 
tion. Other new officers are: Vice- 
president, H. L. Edinger, Barnett 
Foundry & Machine Company, Irv- 
ington; treasurer, J. A. Williamson, 
Isbell-Porter Company, Newark, and 
secretary, G. “’. Hannay, Barnett 
Foundry and Machine Company. 

H. L. Edinger has been appointed 
ehairman of the program committee 
which ajso includes W. H. Mantz 
and J. L. Carter, the latter associ- 
ated with Sacks-Barlow Foundries, 
Inc., Newark. C: Donath, Phoenix 
Brass Fittings Corporation, Irving- 
ton, has been appointed to the mem- 
bership committee. 

Five meetings have been arranged 
for the coming season, the first 
meeting to be held jointly with the 
metropolitan section of the Ameri- 
ean Society of Mechanical Engi- 
neers On the evening of October 28. 
The remaining meeting dates are 
December 2, January 27, March 23 
and May 25. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 

















| “Distillation;” Dr. Robert B. Sos- 


man, United States Stee] Corpora- 
tion, “High Temperature Tech- 


nique;” Dr. Lewis R. Koller, General | 
Electric research laboratory, “High | 


Temperature Control.” 


Various aspects of micro-analysis | 
comprise a third group of topics, the | 


speakers being: 
Prof. Fred Allison, Alabama Poly- 


technic Institute, “Micro-analysis of | 


Solutions”; Prof. E. M. Chamot, 
Cornell University, “Micro-analyti- 
cal Methods as Time and Labor 
Savers”; Dr. Frederick G. Cottrell, 
U. S. Department of Agriculture, 
“Micro-analysis of Gases”; Dr. J. 
B. Nichols, E. I. du Pont de Ne- 


mours & Co., “The Ultra-Centri- | 
| fuge and its Field of Research.” 








| NEW B & S CUTTING 
ADAPTERS FEATURE 
LOCKING CAM 











{to release it, the cutter or arbor 


TYPES of new B. & S. cutting 
adapters with locking cam feature 


The Brown & Sharpe Manufac 
turing Company of Providence, R. 1., 


s1zes ing. 











t 


as zecentyannouneré some ev ELECTRIC RESISTANCE 
| lipped end mills, arbors for shel] end WELDERS AVAILABLE 


| mills and screw arbors for use with 


thse edaptes IN TWO SIZES 


The adapters are furnished in 


| two different styles for use with 


milling machines having standard- Arc-welded resistance welders in 
ized spindle end, and also, in one|two sizes have been developed by 
style for use on milling machines | the Electric Arc Cutting & Welding 
having taper or threaded nose spin- | Company, Newark, N. J. The weld- 
die. The adapters are furnished | ing tips move in a straight line and 
with a milling machine standard| are pedal-controlled. Capacity is 
taper hole into which the shank of | two thicknesses of 18-gauge and 
the end mills or arbors fit throat depth is 12 inches. 

The end mill or arbor is held| The Type J machine has alliga- 
securely to its seat by a cam fur-/| tor motion for the tips, which are 
nishing a positive drive. The sur- water cooled. Knife switches, when 
face of the cam engages the flat|in the closed position, have no ex- 
surface of the groove in shank of| posed parts, and there are three 
cutter, as can be seen from the| steps for heat regulation. Capacity 
illustration. When the cam is turned |< this unit is two thicknesses of 

No. 6 gauge and the throat depth 
drops from the adapter, the steep| is 24 inches 
taper preventing sticking and in- The Type R welder is of 15 kw. 
suring quick release capacity and the Type J of 20 kw. 

These adapters, arbors and end| capacity. The smaller machine has 
mills are furnished in a range of | heat control at the top of the cas- 


CHRYSLER ana 


New PLYMOUTH 





Greatest 


Automobile Lines 


Under One Franchise 


Think of having, with the four great lines of Chryslers, the welcome privilege 





of selling the sensational new Plymouth. The car that offers “The Smooth- 


ness of an Eight with the Economy of a Four.” The vibrationless car for the 


millions—the most epoch-making new car that has been brought out in many 


years. And with Chrysler, you'll have no burdensome stock investment, 


because Chrysler’s distribution method makes any and all its lines quickly 


available to any dealer from strategic distribution centers. Chrysler’s dealer 


organization is large—but it will be larger. There’s room for you now—there 


may not be later. Write or wire CHRYSLER SALES CORPORATION, Detroit. 





LET US WELCOME YOU TO SUCCESS 
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USED CAR BUSINESS 
BRISK IN NEW BRITAIN 
AFTER LONG SLUMP 


New Britain, Conn., July 15.—In 
this New England manufacturing 
city, hard hit by business slumps, a 
ray of sunshine is beginning to 
break through the gloom Automo- 
bile dealers report a brisk demand 
for d cars, with new car busi 
ness iowing 3 distinct tendencics 
toward an upturn 
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i * impr ally 
two mon ol neg ) 
E P. McGau head of Atuto- 
mo Sales and Servi In 248 
Elm St Ford dealership Twenty 
\ » sold in June and four up 
to J 7. Industrial conditior ul 
jlockineg many pruspective sal I 
tinds, but improvemen looked for 
in the near future 


COMMERCIAL CAR 
DEMAND INCREASES 
IN OHIO VALLEY 


East Liverpool, O., July 13.—De- 
mand for commercial trucks has 
shown a sharp increase within the 
past few weeks in the upper Ohio 


valley, wherein East Liverpool is the 
principal trading center Although 
there had been a fair movement of 
trucks early in the year a sharp 


pickup the past two months is re- 
ported by distributors 
Dealers who are doing the great- 
volume of business declared this 
week that the gain in truck 
due to the improvement generally 
of-business in this area, particularly 
the pottery industry, which in re- 
cent weeks has improved approx- 
imately 25 per cent., as compared to 
the first quarter of the present year. 

While truck registrations in al 
Columbiana county shows a decided 
improvement over a year ago, the 
increase locally has been decidedly 
outstanding. There has been a 
tendency On the part of the 
pective truck buyer to defer buying 
as long as possible 

In Columbiana county during 
June there was only one less truck 
sold than during May, which was 
the peak sales month of the year 
thus far, distributors reported. This 


est 


sales is 


is an indication that there is no 
apathy in cOmmercial car buying 
and from all indications sales will 
continue to maintain a high level 
and no seasonable decline is ex- 
pected 


CUTLER AUTO BODY CO. 
LEASES LARGER QUARTERS 
Camden, N. J., July 
months ago the Cutler Auto Body 
Service, Inc., under the supervision 
of Herman Z. Cutler, changed 
headquarters from Bridgeton to 411 
Arch St., Camden. Now Mr. Cutlez 
announces that the firm has ‘se- 
cured the properties at 401-409 
Arch St. and 22-24 North 4th St. 


providing a total floor space of ove: 
14,000 square feet, which will go to 
form one of the most modern body 
repair and service stations in south 
Jersey. 
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MAJOR SPECIFICATIONS AND MECHANICAL DETAILS 
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Auburn 8-93 916; 127 | Lye | V | Dol 5 x4", | 268 5.26 | 28.8 | 9803400 “Alum | 5 | P — | Sch 
Austin 1130 io Own F I t 45.6 1 7.8 13 3000 Alum Til 
buick 8-50 3170 114 O V Bish-Bab O 1'y 220.4 4.7 6.45 ‘ $200 CI AC Mai 
Buick 8-60 795 118 oO V Bish-Bab Oo 4 7 16 ).02 90 00 CI ( AC Mat 
Buick 8-80 1255 124 10 V | Bish-Bab | O 5 | 84481 45 5.12 | 104028 CI AC | Ma 
Buick 8-90 1340 2 Own! V Bish-Bab | O 14.8 45 12 | 104 ) CI A( Ma 
Cadillac V-8 +5 134 Own |! V Ye L\ 353 3.4 95% 300 CI ( Own 
Cadillac V-12 +80 140-143 Own | V Own O 4 68 } 16.9 135 400 CI ( Own 
Cadillac V-16 6100 148 Own V Y O 4 45 ».50 7 165% 3400 Cl ( Own 
Chevroiet j 109 Own | \ No O 194.0 ».00 6.3 0 j CI Cat 
Chryslet ) id © V Ye 4 7.8 30 oo iV 320 Alun + C x 
Chrvsler 8 oO V Ye j df §I 25 88“ 3400 Alun mul 
Chrysler 8 De L. O Vv Ye 4 32 1 20 3.80 94 400 \lum = Y ot 
Ch ler Imp. 8 ) Own ! V y 4 1 ) 125 Alut iC 
( 1 (Fr. Wh. D.) € i I \ 4 } ) 115 Alu 
D Soto Six O V . 4 t i A Ca 
De § » Eight ( l V ‘ } 1 6.45 i ) 
De Vaux 6-75 Hall | \ I 1 ! 
Dod K ) ( \ ‘ ) 68 ( 
] Light 174 O \ Y I } 4 } 84 ‘ t AC 
' nt 610 ) 1 ( V | Bish-B { } 1 0 10) 
! G1? l ( l B B } ) ) ».4 i } 
) n i4 l Co V sish-B t y ) 4 il : 
Dura 619 10 ) Co V B B ( t ) 4 ‘ 
Iss . ~ Ow \ t ) 6U Al 
ford A i5 ) O7*» + } 1 
bi ns 15 Trans ) 125 oO B Bab ) i4 9) l A ‘ 
i 1S 1 Trans ) 3 Oo Bish-Bab ) 4 ) : 100 \ 
Prklin S 15 De I ] Ov Bish-Bab oO i ) 14 100 
Graham Pros. 6 100 L113 Own V Yes j ».4 70 i * 
Gr2ham Std. 6 115 Ow! V Ye 4 1.45 35 7 34 \ i Di 
Graham Spl. ¢ 115 Ow V Ye 4 45 ) 16% 34 \! st 
Graham Spl. 8 3560 12 Ov V Ye } 45 9.45 5) 1 \ — 
Graham Cust. 8 ) 13 O V bg I } 98 20 ) 190 4 ae 
liudson Greater 8 325 119-126 Own | V t 233.7 ».80 | 26.4 87 { \l . me 
Hupmobile Cen, 6 2985 114 Own | V Yes I ( K414 | 211.6 9.10 | 25 70 0) Al A S st 
Hupmobile Cen. 8 3275 118 Ow! V Pine 8 x4 240.2 9 0 5,4 90 3200 A \ P S 
Ilupmobile ¢ 3730 121 Own | V Pin I x43, 68.6 .20 | 2 07 35 ( I . ‘ = l 
Hupmobile H & It . 125-137 Own: V Pir<:; : x43, 5.6 ).20 39 133% 3400 Alu ) , 
La Salle V-8 1635 134 Own i V Ye LV 3 } <4! 3 1.35 | 36.45 954 3000 CI 3 ( ( Own 
Lincoln 9300 145 Own | V ! Fur I 3 3'4x5 384 5.23 | 39.2 1204 29 Alu 4 5 3 
Marmon 70 2823 112 Own V Pint I 8 | 2}2x4 211.2 9.50 | 25.4 84 (3400 Alum A AG - 
Marmon 88 4575 130-136 | Own | V | Pine I 8 | 314x4% | 315.2 | 5.50 | 33.8 25@ 3400 | Alum | 5! At ae ae 
Marmon 16 9360 145 Own V Pine Oo 16 31ox4 490.8 6.00 | 62.5 200% 3400 Alun ) \( AC tt 
Nash 960 | 2800 114',' Own | V Bish-Bab I 6 3's x4 201.3 ».00 23.4 65% 3200 Alum 7 A( : AC Cai 
Nash 570 3000 116", Own | V 3ish-Bab { I 8 | 27%x4 227.2 | 5.00 | 26.4 783300 |*Alun 9 | AC AC et 
Nash 980 3360 121 Own! V | Bish-Bab | O 8,3 x41, 40 9.25 | 28.8 947 3400 |*Alum | 9 | AC AC Sti 
Nash 990 4000 124-133 Own! V 3ish-Bab O 8 314x4 298.6 5.25 33.8 115 3600 Alum 9 AC AC Sti 
Oaklang V-8 3260 117 Own ! V | Yes { 8 | 31%x3"%s | 251.0 5.00 | 37.8 85% 3400 | SSt 3 AC | Mat 
Oldsmobile 2935 113! Own! V [ 6 3, x4! 197.5 ».06 ; 24.4 65 3350 CI | 4; AC AC Str 
Packard 901-902 4570 129'4-136'4; Own V [ 8 | 3\6Xo 320.0 6.00 | 32.5 110% 3200 |“Alum | 9 | Yes Yes | Own 
Packard 903-904 5045 142'4-147's! Own! V L B | 3'4x5 384.8 6.00 | 39.2 135@ 3200 |*Alum 9 {| Yes Yes | Own 
Peerless St. 8 3642 118 Con | V Bish-Bab L 8 | 275x4*, | 246.0 5.00 | 26.45 90@ 3200 |*Alum 5 Pur AC Sc h 
Peerless Master 8 | 4521 125 Con | V Bish-Bab | I (8 | 3%5x4'4 | 322 5.00 | 36.45 | 11543200 |*Alum | 3 Pur AC Sc h 
Peerless De L. 4521 125 Con V | Bish-Bab I 8 3% x4's 322 5.00 | 36.45 115@ 3200 |*Alum | 2 Pur AC | Sch 
Peerless Custom 8 | 4766 138 Con | V 3ish-Bab | L 8 | 3°3x4'4 | 322 5.00 | 36.45 | 120@3200 |*Alum > | Pur AC ! Sch 
Pierce-Arrow 43 4304 | 134-137 | Own | V Yes I | 8 | 315x434 | 366 5.07 | 39.2 125«3000 |*Alum 9|Han AC | Sti 
| Pierce-Arrow 41-42 | 4831 142-147 | Own | V | Yes } L 8 | 3'5x5 | 385 5.07 | 39.2. | 13243000 |*Alum 9|Han AC j Str 
Plymouth 2710 170 Own! V | — [ 4 | 3°.x4", 196.1 4.90 | 21.03 56¢ 2800 |*Alum 5 AC | Car 
| Pontiac 2845 | 112 | Own; V Yes L 6 | 3\4,.x374 | 200.0 | 4.90 | 263 | 603000 SSt {| 3|- AC Mar 
Reo Royale 8-35 | 4650 | 135 | Own! V | Pines SB 8 | 3%sx5 358 5.30 | 36.48 | 125@3300 | Alum | 9 | Han AC | Sch 
| Reo Royale 8-31 4375 | 131 Own | V | Pines | L 8 | 3%3x5 =| 358 5.30 | 36.48 | 125@3300 | Alum 9 | Han AC Sc h 
| Reo 8-21 | 3610 | 121 Own! V | Yes | L 8|3 x43, | 268.6 5.37 | 28.8 | 90@3300 | Alum 5 | Han — | Sch 
Reo 6-21 | 3525 | 121 | Own! V | Yes | I 16 | 333x5 | 268.3 5.30 | 27.3 | 85@3200 | Alum 7 | Han — | Sch 
‘ly. C 5-25 3951 é “Ov Pj | BI 8 s 26: D.¢ 27.34 85@3200 Alum 7!Han V-S/ Sch 
| Reo Fly. Cloud 6-25 3950 125 Own | V Pines gg? 6 | 3%3xX5 268.0 5.30 | 27.3 5@ 32 Alu 
Studebaker Six 2920 | 114 | Own| V | Dole | L | 6| 3%x4% | 205.3 | 5.20 | 25.4 70@3200 | CI |4/| Pur Ste | Str 
| Studebaker Dict. 8 | 3095 | 114 Own | V | Dole {LL | 8 | 345x334 | 221.0 5.00 | 30.0 81@3200 | Alum | 9 Pur Ste | Str 
| Studebaker Com. 8 | 3520 124 | Own! V | Dole 1}L | 8 { 3,4x444 | 2504 | 5.20 | 300 | 101@3200 | Alum 1/9]! Pur Ste |} Str 
| Studebak’r Pres. 80 | 4250 130 | Own | V | Dole |L | 8 | 3%x4% | 337 | 5.10 | 39.2 | 122@3200 |*Alum | 9| Han _ Ste | Stt 
| Studebak’r Pres. 90 |°4360 | 136 | Own | V | Dole L 8 | 314x4% | 337 | 5.10 | 39.2 122@ 3200 *Alum | 9 | Han — | Str 
|Stutz LA ~ | 4320 | 127!5' Own | — | Bish-Bab | O, | 6 | 3%5x414 | 241.5 | 5.10 | 27.3 85@3150 |*Alum | 7| Wal AC | Zen 
| Stutz MA | 4918 | 13415' Own | — | Bish-Bab | O | 8 | 3%3x4!2 | 322 | 5.10 | 364 | 113@3300 |*Alum | 9 | Wal AC Zen 
| Stutz MB | 4863 | 145 | Own!| — | Bish-Bab | O | 8 | 3%:x4!4 | 322 | 5.10]! 364 | 113@3300 |*Alum | 9 | Wal AC } Zen 
Stutz DV 32 5240 | 13414; Own O | 8 | 33gx4'% | 322 5.10 | 36.4 | 155@3900 Alum | 9 | Wal Ste / Sch 
| Willys 6-97-98 D «| 110-113 | Own | V | Var | Lo | 6 | 344x375 | 193 | 5.26 | 25.3 | 653400 | CI 4 AC | Til 
Willys 8-80 D 3131 | 121 | Own| V | Var }L | 8| 3%x4 | 245.4 | 5.26 | 31.25 | 8043200 | CI 5 | — AC | Til 
Willys-Knt. 66-D | 3400 | 121 | Own: V | Var [K | 6 j 3%x4%, | 255 5.26 | 27-3 873200 |*Alum | 7 | Ski ril Til 
Willys-Knight 95 3122 | 113. | Own! V | Pines K |6/| 2!3x4% | 1779 | 5.5 | 20.7 | 603400 '*Alum | 7 AC | Til 
| l cent Wyoming and North Carolina | with the rate of decline in 
Car Sales Hold i Ip \ ell boasted the next best records, with | dicated 
e | declines of 19 per cent. in each case. 1931 1930 
In I eadin Farm States The most severe decline in any) Montana 4,760 6,287 
‘lof these farm states occurred in| No. Dakota 4,653 7,051 
| ¢ 997 5 BG 
| Idaho, where the drop was 47 oe : es ao ane 
| NEW YORK, July 13.—Retail sales; The fifteen states included are) cent, while in Alabama the decline veaine s" 9'o4a 2/529 
e of new ssegner automobiles Montana, North Dakota, Idaho, | was 44 per cent,. and in South Da-| Nebraska ..... 14341 21.661 
Mates have proveeded thus far in |SUth Dakota, Wyoming, Nebraska.) kota 43 per cent Alabama ..... 7,229 13,015 
ates y oC s far in| ais ae ' eeeens oe 
—— a 2 that Telit favor-| Alabama, Virginia, Kansas, South! Towa, Kansas and Nebraska, three | Virginia ...... 16.933 22,773 
ably with sales in the industrial | Carolina, Georgia, Kentucky, Iowa, |of the leading agricultural states in| Kansas _. 14,486 22,538 
| states according to a compilation Minnesota and North Carolina. |the Middle West, reported declines | So. Carolina... 6,333 9,364 
| made from the registration ctatis-| In seven of these states retail|in new car sales this year from last | Georgia ...... 13,246 14,198 
tics of Automotive Daily News for| Sales of cars in the five months| of 40, 35 and 34 per cent., respec- | Kentucky 14,486 19,942 
the first five months of this year.|Were off less sharply from a year | tively. | Lowa 23,537 39,707 
Fifteen representative states in| @g0 than the average decline for As previously pointed out in Au- Minnesota 26,923 38,744 
which agriculture plays the most | the entire fifteen. These were Mon- | tomotive Daily News, the best sales| No. Carolina.. 12,226 15,098 
| important part report aggregate|tana, Wyoming, Virginia, Georgia,| record in the five months was that —  ———— 
nev car registrations in the} Kentucky, Minnesota and North|of New England, with some of the Totals 169,667 248,150 
” . 3  seneee ool Maaniins -emaini 4j9 aster ates also r ‘ting smaller g 
five months’ period of 169,667, as| Carolina. In the remaining eight | Eastern states also reporting small aera eee 
compared with 248,150 in the cor-| States, the five months’ falling off| rates of decline from 1930. The | NEW sound ICE STATION 
responding period of last year. | was greater than the average. ;most severe decline in sales oc- Bayonne, N. J., July 13.—The Ter- 
This was a decline of 31 per cent.,| The best record made by any of/ curred in the South minal Service Station, 
as compared with a falling off of|the states was that of Georgia,| The following table shows the| way, Bayonne, has been formed by 
30 per cent. by the country as a| Which reported a decline in the} new car registrations in the fifteen | Dennis Campbell, Andrew Drozneck 
and Michael Rabitz, all of Bayonne. 


whole in the same period. 


‘period from last year of only 6 per! 


states for the five-month period, 
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OF PRESENT AMERICAN PASSENGER CAR MODELS 
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Make and Model | 


Auburn 8-98 Chain Del-R |*Del-R Long | D-SM 3 UnP | Col 3% | *445|S D Ross Ss! Own Bijur 17x5.50 

Austin  —~~—S™|—: Gear Aut-L |*Aut-L Rock | War-G 3 Spic | Sal %2| 525|M  — Say-B | Own — “Al-Z~ | :18x3.75 | 
Buick 8-50 Tex Del-R | Del-R Own | Mun 3 Own ; Own 14 é Bendix Sag S » | Tryon Al-Z 18x5.25 | 
Buick 8-60 Tex Del-R | Del-R Own | O-SM Own | Own | : M Sag S | Own Alem 19x5.50 
Buick 8-80 Tex Del-R | Del-R Own | O-SM Own ! Own %4 | 27|M Sag Ss | Own Al-Z | 19x6.50 
Buick 8-90 Tex Del-R | Del-R Own |! O-SM °¢ Own . Own *%4 27|M Sag S 587s | Own | Al-Z 19x6.50 
Cadillac V-8 ~ | Morse Del-R | Del-R Own | O-SM 3__ Spic | Own .75 | Own-M Sag Own > Al-Z 19x6.50 
Cadillac V-12 Morse Del-R | Del-R Own | O-SM ; Spic | Own ‘ Own-M Sag S Own Alem 19x7.00 
Cadillac V-16 Morse Del-R | Del-R Own | O-SM Spic | Own *4 39 | Own Sag Ss Own Alem 19x7.00 
Chevrolet — | Var Del-R |*Del-R Own] Own 3 + £Own | Own x Sag | S 54 . ~ | Alem 19x4.75 
Chrysler 6 | Morse Del-R | Del-R Own | Own 3. Un P| Own 24 6 ~ War | S 53;% | Tryon Al-Z 19x5.25 
Chrysler 8 Morse Del-R | Del-R — | Own 4 — , Own 14 | War - Al-Z 17x7.50 
Chrysler 8 De L. Morse Del-R | Del-R — | Own 4 — ; Own '4 | . | sg: | Al-Z 17x6.50 
Chrysler Imperial 8 | Morse Del-R | Del-R — | Own 4 — | Own 4 : Ross 5 5714 | — Al-Z | 18x7.00 
Cord (Fr. Wh. Dr.) | Link ~~ Del-R |*Del-R Long |Detr3 UnP&MM|/ Col F | 4 ~ Gem| S 6: | Bijur | 18x7.00 
De Soto Six | Var Del-R| Del-R ~ — | Own 3 — | Own '4 33|)H Own| —_ Al-Z 19x5.00 
De Soto Eight Var Del-R | Del-R — | Own 3 — | Own ’s | j Own s! Rub B Al-Z 19x5.25 
% | —  NP| § 54% |Tryon | Al-Z 19x5.00 
| Tryon Al-Z | 19x5.00 
Al-Z 18x5.50 





De Vaux 6-75 _ Morse Aut-L |*Aut-L Borg | NP 3 Spic | NP 
Dedge Six 7 


Morse Del-R | Del-R Borg | Own 3. Spic | Own 0)/H  £.War 
Dodge Eight Morse Del-R | Del-R Borg | Own : Spic | Own !: } H War § ! . | Rub B 
Durant 610 Morse Aut-L |*Aut-L Borg | WC: / Spic | Own '2 3.96 |S D Own S 56 Tryon Al-Z 19x5.00 
Durant 612 Morse Aut-L |*Aut-L Borg | WC: Spic | Own ?2 | 5,8D Own S 55 Tryon Al-Z 19x5.00 
Durant 614 Morse Aut-L |*Aut-L Borg | WC; Spic | Own 12 A! SD Own S 55 | Tryon Al-Z | 19x5.00 
Durant 619 | Morse Aut-L |*Aut-L Borg | WC: Spic | Own ?% 3.9 SD Own S 54 | Tryon Al-Z = | 19x4.75 
Essex Super Six | Morse Aut-L |*Aut-L Own | Own: Spic |} Own 32/ £ Bendix Gem S 54's | Own Alem 19x5.00 
Ford A Var Own "Own } +£Own | Own: Own | Own “, 3.7 M ~ Gem STr39 | Own Al-Z 19x4.75 


Franklin § 15 Trans., Chain Del-R |"Del-R_Br-L | ** MM ; Own !2 54 | H ~ Gem 1 42 | None | Al-Z 19x6.50 
Franklin S$ 15 Trans.! Chain Del-R |*Del-R pr | °* MM | Own! : H Gem a1 4! Nene Al-Z | 19x6.50 
Franklin S15 De L | Chain Del-R |*Del-R___Br-L | War Spic | 1 3|H Gem | E None Al-Z | 19x6.50 
Graham Pros. 6 Link Del-R |*Del-R Long | — 3 — — | H Ross | S & ERS | Al-Z 19x5.00 
Graham Std. 6 | Link Del-R |*Del-R Long - 3 — | H Ross S 5 ERS Al-Z 5.50x18 
Graham Spl. 6 | Link Del-R |*Del-R Long 4 ‘ 9|H Ross G5 ERS Al-Z% 6.00x17 
Graham Spl. 8 | Link Del-R Del-R Long —s a H Ross S 5 ERS Al-Z | 6.00x17 
Graham Cust. 2 Link Del-R |*Del-R Long | — 4 H Ross f | ERS | Al-Z | 6.50x18 
Hudson Greater 8 Morse Aut-L |*Aut-L : Own Own 3 : Spic | Own !z | 5 | Bendix Gem $5 Own | Alem 18x5.50 
Hupmobile Cen 6 Chain Aut-L ;*Aut-L Borg | War-G3s* MM |, Sal | 7 SD Ross S 5: Trvon | Al-Z | 19x5.50 
Hupmobile Cen 8 Morse Aut-L |"Aut-L 3org | War-G3* UnP | Sal 55 |S D Ross S 52% | Rub B | Alo 19x5.50 
Hupmobile C | Morse Aut-L |*Aut-L Long | War-G3* UnP | Own’, | 55 SD Ross GF Own Alem 19x6.00 
Hupmobile H_ and U| Morse Aut-L |*Aut-L Long | War-G3* UnP | Own’ SD Ross | S57 | Own Alem 19x6.50 
La Salle V-8 Morse Del-R | Del-R ~~ Own | O-SM3 Spice | Own *, 75 | Own-M Sag) S ee ar eae 
5 | Own - Alem 7.00x19 


Lincoln Aut-L |*Aut-L Long | Own 3 ~ Spic Tim F 5 Bendix Own 
Marmon Eight-70 | Diam Del-R ,*Del-R Rock | War-G 3 Spic. Sal ‘% Bendix Ross; S$ | Tiyon Al-Z | 29x5.50 * >. 
Marmon 88 | Diam Del-R |*Del-R Rus | Detr 3 Spic | Sal }% A! Bendix Ross ‘ | Rub B | Al-Z | 19x6 50 Continental Ss labor- 
Marmon 16 | Diam Del-R | Del-R Rus | Mun Spic | Sal 12] 3. Bendix Ross S | Rub B Al-Z | 18x7.00 : 
Nash 960 Cel —sAut-L |*Aut-L Borg | O-SM 3. Own , Own 2 3/M ~ Ross 5 Alem 19x5.00 atories—its men— 
a _ Diam Aut-L|*Aut-L Borg | O-SM 3. Own Own 14 31M Ross | S! Alem 19x5.25 

ash 980 Diam *Aut-L |*Aut-L Borg | O-SM 3 Own } Own! 5 M Gem Ss - 3ijur 18x6.00 ° 
Nash 990 tl Diam *Aut-L |*Aut-L Borg | O-SM 3. Own | Own? | 4.50 | M Gem 0% |—— | Bike | 19x6.50 its research depart- 
Oakland V-8 Morse Del-R | Del-R Own |M-SM3  MM{ Own’: | 390!M Sagi. S Inlox | Al-Z 28x5.50 di ? 
Oldsmobile Chain. Del-R | Del-R Borg | M-SM 3 Un-P; Own’ | 4.54 Bendix Sag; § | Tryon Alem | 28x525 | Ment—and its untir- 


Packard 901-902 Morse se O-SM 4 Own "2 ~-Tte Own Bijur | 650x19 | | ; ; . 
Packard 903-904 Morse . O-SM 4 - Own 14 - M Own Ss Bijur / 7.00x19 ing pioneering spirit 
Tr Rub |} Alem | 29x5.50 

Rub | Alem 31x6.00 

Rub | Alem | 31x6.00 that have proven 
| Rub | Alem | 31x6.50 


Faf | Al-Z | 19x6.50 | themselves for both 
Faf Al-Z | 18x7.00 


Tryon | Al-4__| 19x475 | manufacturer and 


Inlox Al-Z ; 29x5.00 


| Own Far | 6.50x18 | . 
duct ALZ |6a0ei@ | CONsumer in the past 


| Tryon Al-Z 17x6.00 


aoe 7 rae —are geared to meet 


Peerless St. 8 Morse Aut-L |*Aut-L Rock | War-G 3. Spic | Sal Bendix Ross 
Peerless Master 8 Morse Aut-L |*Aut-L Rock | War-G3_ Spic | Sal ': 5 | Bendix Ross 
Peerless De L. Morse Aut-L |*Aut-L Rock | War-G 3. Spic , Sal 5 | Bendix _ Ros 
Peerless Custom 8 Morse Aut-L |*Aut-L Rock | War-G 3 Spic | Sal 3endix Ross 
Pierce-Arrow 43 Gear Del-R | Del-R Long {| Own 3 Spic | Own | | Bendix Ross 
Pierce-Arrow 41-42 | Chain Del-R | Del-R Long | Own : Spic | Own ?2 | Bendix Ross | 
Plymouth | Var Del-R | Del-R — Rock | Own < Own | Own ?!2 | H War 


Pontiae it Morse Del-R | Del-R “Own | Own 3. MM | Own ?2 M 
Reo Royale 8-3: | Morse Del-R | Del-R Long | Own : Un P|; Own!, H Ross 
Reo Royale 8-3 Morse Del-R | Del-R Long | Own ¢ Un P|: Own! H Ross 
Reo 8-21 Link Del-R | Del-R Long ' Own: Un-P Own H Ross 
Reo 6-21 Morse  _Del-R | Del-R Long , Own: Un-P , Own H Ross 
Reo Fly. Cloud 6-25 — Mors Del-R *Del-R Long | Own 3  Un-P | Own’, 2\H Ross 
Studebaker Six Chain Del-R |*Del-R.~~—Long | Own : Spic | Own '4 Bendix Ross 
Studebaker Dict. 8 Var G Del-R |*Del-R Long | Own : Spic Own! Bendix Ross 
Studebaker Com, 8 Var G Del-R |*Del-R Long | Own Spic ' Own Bendix Ros: 
Studebaker Pres. 80 | Var G Del-R | Del-R Long | Own Spic | Own ': Bendix %OSs 
Studebaker Pres. 90 | Var G Del-R | Del-R Long | Own Spic | Own! Bendix Ross 
Stutz LA - Del-R | Del-R Borg | Detr Un P | Sal H Gem 
Stutz MA — Del-R | Del-R Long | Detr MM | Tim H Gem 
Stutz MB Bsns Del-R | Del-R Long | Detr MM | Tim | H Gem 
Stutz DV 32 Del-R | Del-R Long | Detr MM Tim 1; H Gem 
Willys 6-97-98 D | Chain Aut-L |*Aut-L _ Borg | Own Spic | Own?s | 4.60 3endix Own 
Willys 8-80 D | Chain Aut-L |*Aut-L Borg | Own : Spic | Own’: | 440{ Bendix Ross | ) 
Willys-Knight 66 D Chain Aut-L |*Aut-L Rock Own Spic | Own? | 4.18 | Bendix Ross 56 Tryon | Alem 18x6.00 CORPORATION 
Willys-Knight 95 Chain Aut-L = Aut-L Borg Own Spic Own 4.89 Bendix Gem Tryon Alem 19x5.00 
OA | i ey : m9 ; - Offices: Detron, Michigan, , ‘. 
KEY TO ABBREVIATIONS Air Cleaner—AC, AC Spark Plug Com- 4.42. On model 42 ratio is 4.23 and will operate under the new nam¢ Hhice SFOM, MESENGER, S.A 
Weight—fAustin standard 2 _ passenger aa a wen, Haney; Oe The axle ratio varies with body types|of the firm, the Red-Checeker Cab 
coupe **Hupmobile model H weighs Front End Drive—Link. Link Belt: Tex on Franklin models ; Company. 


4.095 pounds, and model U 4,360 pounds Texolite: Cel. Celeror Dian Diamone srakes—H, hydraulic; M, mechanical 
od “4 a. ; : . <olit l ) iam jamond ; 
Studebaker, 7 pass sedan Willys 6-97D Chain Morse Morse Chai Compan\ steeldraulic; Bendix, Bendix Brake Corp _ -. -. OF LOUISIANA 


weighs 2,670 and the 98 D w is 2,706 I iot c ; 
' nS weigt 106 Var, various makes of chains; Var-G teering Gear—Gem, Gemmer: Ross, Ros DISCUSSES LEGISLATION 


> is 
pounce various makes of gears Ciser and Toni Ges ny: Sag, Sagit 
’ . ‘ j of . race i@i an oo ompany; Sag, Saginay y oun la< © : y - 
Wheel Base—*Over all length of chassis aoe Wie Cae eee kk a » cong gge ered Ma - hele lng New Orleans, La., July 13.—Legis 
P eee ee Cane ae ‘*“ |\Jation affecting motorists and motor | 


instead of wheel base, which manufac- ‘ 
: . Auto-Lite; Del-R Delco-Remy ? - 
turers refuse to give **Essex, seven- 7 Ro « *Nach-In tes . ¢ 5 \ Wa War! N.P New P SS t 
sere Bast; “Nash-indlcates wi : — var, Warners Nee New *roces’ | car dealers was discussed at a Mheet- 
ing of the Automotive Trades Asso- | 


passenger sedan available on 119-inch 
wheel base Beats a a Gear Corp 
Engine Make—Con. Continental; Lye. Ly- te ; : ze g ; : : _ Rear Springs—S, semi-elliptic; El, full ; . : 
coming, Hall, De Vaux-Hall Motors Corp — more, ome & Beck: Bi re ee elliptic Cant, semi-cantilever; S-Tr,|clalion Of Louisiana. George Ww. 
Fan Belt Type—V, V-type; F, flat. Long Clutch Company; Rus, Russelj  S¢mi-transverse. *Rear spring length on | Stem, president of the association 
Thermostat—Bish-Bab. Bishop & Babcock; Mfg. Co Willys 6-98D is 1 in os ee announced he had several suggeés- 
aie Tale Valve O Chien: 1 ' ee f c : 5 Spring Shackles—Tryon, Willys-Morrow |¢ 3 
dole, ie Valve Co.. Chicago, Ill.; Ful Yransmission—War G., Warner Gear Com- Company: Rub B, Rubber Shock Insu- |tions for legislation affecting moto! 
Fulton Co Pines, Pines Winterfront; pany; Detr, Detroit Gear; Mun, Muncie lator Company Faf Fafnir Bearing : : . 
Var, various makes Gear: WC, Warner Corporation; D-SM—  Gompany: "ERS Eaton Rubber Bush. |cars and motor car ownership. Mr. 
Valve Arrangement—L, L head: H, hori- cereals eyathee-seen: O-Or Ven, Syn ings; Inlox—Inland Mfg. Co Stem declared it was his belief that 
zontal; O, overhead; K, sleeve valve; chro-Mesh M-S\ uncle Synchro- Chassis Lubricator—Alem, Alemite; Al-2, mene ay . 
LV, V-type L head Mesh. N.P.—New Process Gear Corp Alemite Zerk; Bijur Biju Lubricating automobile taxation of various sorts 


‘ > - 
*Air cooled. *Thermo syphon water cir- ‘Franklin Transcontinent models are Corp.; Far, Farval had reached the point where reduc- 
culation equipped with both Warner and Detroit tions. and not increases, were 1n or- CO VAen a 
Compression Ratio—*Optional on the Au- 3 or 4 speed gear sets according to body RED CAB BUYS CHECKER der aPC ls 8 RN Ra tee eT I 

k type . We 7 . 7 . “T. 

burn P CONCERN OF INDANAPOLIS 


Piston Material—*Alum, aluminum with *Free Whee'ing. > > , . om . 1 
invar struts; Alum, aluminum alloy; CI, iFree wheeling on Auburn De Luxe models Indianapolis, Ind., July 13.—Acqui- TO BUILD SERVICE STATION 


cast iron; S St, semi-steel only a a —_ . . 7 : y z ‘ T . _ : 
Oil Purifier—Pur, Purolator: Wal, Wall; Universals—Un P, Detroit Universal Proa- Sion of all cabs and equipm nt | Newark, N. J., July 13.—The prop VES 
Han, mandy; AC, Ac Spark Plug Com- ucts Company; Spic, Spicer Manufactur- Of the Checker Cab Company/jerty on the northwest corner of 
any; Ste, art-Warner; Ski, Si or Yorpor: N ani Ini- : : : . s teers aioe mene 
ssing ‘veth Floste &'Skinecre=" Skinner. Ine Corporaticn: MM Mechanics Uni- of this city has been completed by|Lyons Avenue and Wainwright _ 
Fuel Cleanee—AC, AC Spark Plug Co.; Gas. Rear Axle—Col, Columbia: Sal, Salisbury; the Red Cab Company, according tO} Street, 70 by 100 feet in size, has 


Gascolator; Ste, Stewart-Warner; Til, Tim Timken; N.P., New Process Gear announcement by Thomas F. Ruck- | been leased for a long term of years 


Tillotson; V-S, Van Sicklen Corp.; 12-Semi-floating; %4-%s floating; : ; ; ; 
Cogsenqese—-Gek,  Whesier Schebler:; Zen,  F-Full floating "pgs * moaneS* elshaus, vice-president and general |by V. W. Strol and Michael Wit- 

Zenith; ar, arvel; Car, Carter; Str, Ratio—Optional on the Auburn. *On Pierce ‘ > roximate ; The lessees i Ss | 

Stromberg; DL Detroit Lubricator; Til, Arrow 43, 137 in Ww. B. rear axle ratio manager of Red Cab. Approximately | kus. The lessees intend to use the } 

Tilo sixty.cabs changed hands in the deal’ property as a service station. 


teon. is 4.42. On model 41 rear axle ratio is 
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rryon Alem 19x5.25 


| ‘Tryon Alem | 19x52, new demands— new 
Fat Al-Z | 19x6.00 


| Faf | Al-Z | 19x6.50 > (na . . e 
Fat ial-z jtox650 | FEQuirements—in 
| Own | Bijur | 19x6.00 . 
Own Bijur 20x6.50 new fields. 
32'4 | Own | Bijur 20x7.00 
62'; | Own 3ijur 18x7.00 


ANnNNN 


~” 


III We 


PoP PP coco 
~_A AD 2 PPP 


= OI 


49°", Tryon Alem 19x5.00 
56 Tryon Alem 18x5.50 CONTINENTAL MOTORS 
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Automotive Industry Face 
Merchandising Job in Its History 


(Continued from Page 4) 


and sizes, or with regard to resale 
prices, may sound attractive But 
to the extent that it deprives the 
retailer of his right of independent 
judgement as concerns his own busi- 
real 


ness it tends to weaken his 
effectiveness as a distributor. 
Nobody in particular is to be 
blamed for il. In the beginning 
there was no such thing as an 
aulomoble dealer Furthermore, the 
automobile was not the sort of 
article that could readily be taken 


on as an additional item by retailers 
already establishe@ in other lines 
It was practically necessary to build 
up a distributing organization from 
nothing: to start from the begin- 
ning 
® Again, the unit cost of the dealer's 
stock was very high, and deprecia- 
tion was tremendous. The business 
was, in those early days, highly 
speculative, and those who sought 
most eagerly to go into it were likely 
to be none too responsible when it 
came to financial obligations. The 
manufacturers simply had to pro- 
tect themselves by requiring cash 
in advance. or on sight draft. They 
felt that they had to protect them- 
selves by a form of contract which 
provided for cancellation of the 
franchise “without cause.” 
Experience and ability in manag- 
ing a retail busmess were not re- 
quired in those days, or were not 
essential requirements. 
tial requirements were 


(1) capital, 


or the ability to get capital, and (2) | 


salesmanship, salesmanship, sales- 
manship. It was the dealer's job to 
take the quota of cars assigned to 


him by the factory, and sell them. 
Whether he succeeded in making 
any money for himself or not, or 


succeeded in establishing anything 
substantial in the way of a business, 
was his own lookout. His job was 
to sell and keep selling all the time, 
and, though theoratically he could 
not cut prices, in reality he cut them 
right and left through the medium 
of trade-in allowances on used cars. 

As the automobile swung into its 
stride of popularity, and competi- 
tion grew keener, the pressure upon 
the dealers grew more intense, and 
the effort keep abreast of the 
demands the factory became 
more than ever a matter of Sales- 
manuship. Those were the days of 
strong-arm, high-pressure methods, 
and some of the factory sales man- 
agers were simply ruthless in the 
4 mands that they made of their 
avalers. 

All 


to 
of 


ot 
see 


‘hanged = now, 
course But it isn’t hard to 
why noihing like a stable and self- 
sustaining distributing organization 


that PS 


could emerge from such condi- 
tions. The ordinary standards of 
judgment and prudence that make 
stable and self-sustaining business 
possible were not developed, and 
indeed were not wanted. Selling 
ability was the one prerequisite to 
success, and the dealers who sur-| 
vived and made money in good 


times were men who possessed the 
enthusiastic oversanguine tem- 
perament of the salesman. Where 
prudent business men would have 
plowed their earnings back into 
the business, they in far too 
instances invested them in big and 
striking buildings and spectacular 
and luxurious showrooms, or at- 
tempied to run a chain of branche 


in surrounding territory 

Take it all in all it is, as 1 said 
beiore, a rather important problem 
that has been inherited by the 
present rulers and administrators of 
the automobile industry For as 
President Sloan says in the same 
statement from which I have al- 
ready quoted: “The present and 


future success of any manufacturer 
in the automotive business must be 
directiv measured and limited by 
the success Of that manufacturer's 
dealer organization It a prob- 
lem which must be tackled effec- 
tively and aggressively by manu- 
tacturer and dealer alike 

In this case he says, “certain 
of the fundamental causes are not 
hard to see. Corrective measures 
however, are somewhat hard to pre- 
scribe. When I say ‘hard to pre- 
scribe’ I am Speaking fundamental 
ly. It might not be difficult to in- 
ject into -the situation temporary 
measures of relief. Lf, however, they 


is 


The essen- | 


many | 
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ARYLAND DEALERS 
DISCUSS PROBLEMS 


AUT E 


Biggest 


were not of a fundamental char-| The dealer pays his share of the) 
acter they would only serve to in-| expense in the form of a per diem 
tensify and not correct our weak-/rate for the field man’s service. No 


(Continued from Page 1) 


can correct our difficulties—the 


ness—there would result no real| attempt is made by any of the fac- | dealers collectively can correct their 
progress.’ tories to dragoon dealers into ac-|9W" difficulties. Collectively the 

The industry. in short, is com-|cepting it. The fact that 400 field | Necessary corrections can be made 
pelled to make its omelet with the|men (aside from the officé staffs at |—Singly they can not be made, 


either by manufacturers, or dealers. 
“Some dealers that I know have 
been doing a lot of worrying about 


the various headquarters) are kept 


eggs that are available, and the job) | 
busy is a pretty good indication that 


that it is facing is virtually that of | 


taking a bunch of salesmen (and/no blackjacks are necessary. ; 
real estate operators: and making An indication of the results is | Wen business was going to get bet- 
substantial and independent retail| given by President Sloan when he ter. It is not necessary to wait fo 





business to get better because there 


merchants out of them. |refers briefly to the experience of | ' A 
|General Motors Plan Is Typical of one group of 2,500 dealers in a} ‘5 & perfectly tremendous volume of 
the Industry single division as follows: | business available to us even now 
In what follows I am describing “In August, 1930, there was a sub- 1 this period of depression. 
“In the first six months of this 


stantial reduction in consumer sales 
as compared with the previous year. 
Despite this fact, this group of deal- 
ers showed an all-over gain in their 
competitive position. Total fixed) 
expenses were reduced by approxi- 
month 


the policy and procedure adopted by | 
General Motors in connection with | 
| its approximately 26,000 dealers. In 
general, though not always in speci- 
| fic detail of course, this is typical 
| of what the industry is driving at. 


year 17,348 new motor vehicles were 
| registered in the state of Maryland. 
At an average selling price of $700 
each, these cars had a retail value 
of $12,143,600. The dealers’ gross 
retail profit on this volume was ap- 


I was assured by Alfred Reeves,| mately $1,000,000 for this 
| manager of the National Automobile! alone as compared with the same | Proximately $3,000,000. In connec- 
|Chamber of Commerce, that sys-| month of the previous year. Used | “on with the sale of these 17,000- 
| odd new cars the dealers in the 


car losses were proportionately re- 
duced. Such a large decrease in 
unit sales would have normally | 


| tematic efforts were being made to 
; the same end by at least four or 
five other leading manufacturers in 
|the field, and that the methods! wiped out all possible profit and 
| adopted were similar if not alto-!| resulted in a loss. However, these 
gether identical. | particular dealers were able to main- 
The first step in the program is| tain profits at 50 per cent. of the 
familiar enough. It consists in set-| previous year's level in spite of a 
ting up definite standards of prac-| 45 per cent. reduction in unit sales 
tice; a working pattern or operating | volume. In a single territory or 
program for the dealer, conformity | sales zone a reduction in expense 
to which will keep him in a sound} on an annual basis for seventeen 
merchandising and financial posi-| dealers was effected, amounting to 
tion, and enable him to progress | $484,000: reductions in individual | 
consistently. These operating pro- expenses varied from $3,400 to 
grams, however, are not the familiar | $100,000 per year.” 
| blanket codes, expressed in gener-| There is not much doubt that Mr. 
alities, and applicable to all dealers! Sloan is expressing the settled con- 
of a certain grade or class. They | clusion of the industry as a whole 
are worked out in specific detail. when he says that the future suc- 
For the Chevrolet dealer, for ex-| cess of the manufacturer will be 


state of Maryland have handled in 
the neighborhood of 25,000 used 
cars. These used cars have been 
sold for something over $4,500,000 
“Of this $4,500,000 worth of used 
‘automobiles we spent in labor and 
material, reconditioning them, not 
less than 10 per cent., or $450,000 
“This $450,000 worth of business 
should return a retail gross profit 
of $112,000 as a minimum, 
{to our new car profit. and if we 
then sel] these used cars at a mark 
up to 20 per cent., which we agreed 
upon a year ago as the proper pro- 
cedure, we have an additional reve- 
nue of $900,000 from this source. 
“Leaving out of the picture en- 
tirely the service operations we find 
we have a potential gross revenue 


ample, who handles a hundred neW | measured and limited by the suc- | from car sales of $4,012,000 from 
cars a year, there is set up a cer- | cess of his dealer organization. |the volume of business available | 
tain minimum requirement as to|} which means, unless I am vastly |t© US in the first six months of 
| Operating capital, a definite scale of | mistaken, that automobile competi- this year. , 

allowances on used cars taken in tion is entering still another phase Now let us take a look and see 
exchange, a definite standard ratio | s co | Where we are. We have a busi- 


It is useless to prophesy. of course, | 
but the results will in all probability 
be worth watching. 


‘COURT RULES CLAIMS 
FOR EXCISE REFUND 
MAY BE REOPENED 


| between new car sales and used car | ness for six months of $17,093,600, 
sales, the process being carried on | 

down to the number of mechanics, 
wage rates and layout of equipment 
in the dealer's service shop. 

These programs, of course, do not 
represent procrustean beds on which 
the dealers are to be stretched. They 
are standards which represent sound 
and profitable management on the 


profit on each new car sales a mark 
|} up of 20 per cent. on the used car, 


jing, gives 
$4,012,000. 

“I think that you will agree with 
me that the dealer who operates 
his business at an expense of 20 


us a gross 


OF MERCHANDISING 


to add) 


and through securing our full gross | 


land a normal profit on recondition- | 
revenue of | 





‘JUNE RIM OUTPU 


SHOWS DECLINE OF 
28% FROM MAY 


Cleveland, July 13.—Production of 
automobile rims continued a sea- 
sonal decline in June, forecasting a 
| low July output of automobiles, ac- 
cording to the Tire and Rim Asso- 
}ciation’s monthly report of inspec- 
| tions and approvals for the last 
month, made public today. 

June inspections and approvals by 
the association, not including out- 
put of the Ford Motor Company, 
totaled 1,084,707, compared with 
| 1,508,349 for May and 1,338,226 for 
June, 1930. 

A sharp drop in rim production 
for June last year was followed by a 
similar sharp decline in the assem- 
bly of cars in July for to a consid- 
erable extent rims are manufac- 
tured several weeks in advance of 
their use on assembly lines 

Rim output last month 
lowest since February. In 1930, 
| June production was at the lowest 
point for the first eight months of 
the year, having increased in July 
and August. Similar increases are 
possible this year, especially with 
new models now coming into pro- 
duction. 

Nevertheless the rim industry so 
far this year compares unfavorably 
with the corresponding period of 
last year, as does automobile pro- 
duction. Aggregate rim production 
for the first six months of 1931, ac- 
cording to the association's inspec- 
tion figures, amounts to 8,261,073 
units, compared with 11,005,165 for 
the corresponding period of 1930. 
This is a decline for 1931 of ap- 
proximately 25 per cent. 

Compared with May production, 
the June figures this year show a 
drop of 28 per cent. Compared with 
June, 1931, however, the decline is 
only 20 per cent. / 


MONMOUTH DEALERS 
MOVE TO CONTROL 
CHANGING OF LINES 


(Continued from Page 1) 


was the 


may be applied only after the asso- 
ciation has passed judgment on the 
offending member 


part of the dealer which is also ac- per cent. is doing a pretty good job.| The resolution is as follows: 

ceptable from the standpoint of the (Continued from Page 1) Twenty per cent. of $17,093,600 is “Resolved, That no member of 
factory. They are also standards of $3,418,720. Deducting this expense | this association will take over the 
measurement as to progress, in con- | that sales of motorcycles made di- | from the gross revenue we have @| representation of any make vehicle 
nection with the special service to|rect by the manufacturer to the | net of $593,280, or 3.4 per cent. net | that is being represented by another 
dealers afforded by the subsidiary | state or municipality are exempt profit from car sales. member of this association if such 
Motor Accounting Company. from the excise tax. “Now let's see how much room we | member has objections to such ac- 

This latter organization goes 0. Under the statute of limitations, ave for slippage and still have a@| tion 

the dealer and says something like | however, the refund is barred unless | Profit. Suppose we changed that} “If such action take place, a spe- 
this: “With your agreement and|the suit is brought within two years ideal picture just a little, to one) ¢ja] meeting may be called by the 
co-operation we will give you a spe- that is less ideal, but one which I| president to review and _ discuss 


after rejection of the claim. 

If time will not permit reopening 
of the claim, the manufacturer can 
file suit in the Court of Claims in 
order to prevent the statute of limi- 
tations running and then stipulate 
a closing with the Treasury Depart- 
ment and the Department of Jus-| 


cific analysis of your present posi- personally think is materially better 


tion, showing exactly where and 
how you are falling short of the 
Standard of profitable operation. 
We will install for you a thorough 
and comprehensive accounting sys- 
tem, which will enable you to grasp | 


j}today. Let us assume that all of 
our new cars were sold at list price 
and we have a revenue from this 
source alone of $3,000,000. Then 
let us assume that we get for our 


the facts, and we will instruct your | tice, based on the aforesaid decis- | used cars enough money to cover | 
clerical force in the operation of|sion, according to John E. Walker,| the price we have paid for them 
it. Furthermore, we will give you! who has already handled some of Plus the actual cost in material and | 


labor for reconditioning; showing 


a detailed and specific forecast for | these cases for companies in the in- 
the next thirty days. showing ex- | dustry. 


actly what should be accomplished 
MARMON 16 PRICES 


in each department of your business 


handling of used cars. 
haves we? We still 


in order to me ; rd re- 

quirements ty = eae ARE ADVANCED $425 of doing business has not been re- 
cisely what you ought to do, and . | duced, but remains at $3,418,720, 
why you ough to do it. Indianapolis, July 13.—An increase | #4 We are thereby thrown for a 

“At the end of the period we will|in the list prices of the Marmon a ny a eg 

make another analysis and check | Sixteen, resulting from numerous | I 9 ee this loss alone and 
this forecast of progress against | improvements and refinements in |520W 0° poets baad must saseres 
your actual performance. We will | this new 200-horsepower car, is an- | $16.75 anere from cach used one 
See that you understand all the! nounced by G. M. Williams, Marmon | sold, and this $16.75 is just a frac- 
facts, and the reasons for our rec- | president hee shy of 10 per cons 
ommendations, and we will then| All body styles are advanced $425 | In other words for our retail 


sales department to break even we 
must sell all of out units at list 
price—we must recover the amount 
of our trade-in, plus the cost of re- 


at the factory, making the list price 
of the five-passenger sedan $5,200, 
including all equipment. Other body 
styles range upward to a price of 


make another forecast of progress 
for another month in advance. We | 
will thus afford you what amounts 


to a continuous audit, but it is in 

reality a continuous report of prog-| $5,500 for the seven-passenger |©OMditioning, just to break even. 
ress and not merely a balance sheet | limousine. The new prices are ef- | A"d if we are to show a profit in 
or profit and loss account.” fective immediately. this department we must get a profit 

This service is rendered on the| “Since the introduction of the 0M the used car transaction, 

monthly basis so long as it is neces-|Marmon sixteen several months; “I suggest that you seek the aid 
sary, arg as soon as the dealer be-|ago, it has been our endeavor to Of @ competent cost accountant, not 
gins to acquire a grasp of the essen- | make this car outstanding in qual- @™mployed by your manufacturer, to 


elements 
opera- 


help you analyze various 
of cost that enter into the 
tion of your business. 
“Regrettably, uniform bookkeep- 
ing systems, such as’are fostered by 
some of the manufacturers do not 


ity and luxury,” Mr. Williams said. 
“The demand has exceeded our ex- 
pectations and we feel the advance 
in price is justified by numerous 
improvements and refinements | 
made by our production and engi- 
neering departments in their efforts 
to make the sixteen outstanding| to know about his own 
in construction and mechanical ex-| though they may be quite satisfac- 


tial principles of management the 
forecasts and audits are extended to 
cover three months’ operation. Cop- 
ies of all recommendations are sent 
to the zone sales manager of the 
appropriate car division so that the 
factory is able to co-operate directly 
with the dealer 

The service, of course, is noi com- 
pulsory, nor is it rendered gratis. ' cellence.” 


than the actual condition that exists | 


therefore no gross profit from the} 

Then what | 
have done a} 
business of $17,093,600, and our cost | 


this matter and the association will 
pass judgment on such action 

“If the ruling of this association 
is not adhered to, such offending 
member will be dismissed and shall 
forfeit his financial equity in the 
association and be barred from all 
| future shows and exhibitions. 
| “If such make of vehicle is repre- 
sented by any other member of this 
; association he likewise is barred 
from exhibiting that make of vehicle 
| until a new dealer approved by this 
association is appointed. 

“All notices concerning such spe- 
cial meeting shal] be sent by regis- 
| istered mail.” 


figures in revealing to the manu- 
facturer the facts he needs to know 
in relation to the movement of his 
product. What is needed is a better 
understanding of the purposes of 
accountancy in revealing the dis- 
tinction between profitable and un- 
profitable operations. The average 
dealer does not devote time. enough 
to analyzing his figures and devel- 
oping new interpretations to suit 
his needs, 

“IT am not attacking all manufac- 
turers. I have handled my present 
line of products since 1918. As a 
distributor my relationship with the 
factory could hardly be improved. 
This factory has néver shipped an 
automobile to me that I did not 
order. They have never told me I 
must buy a fixed number of cars. 
For the past year or so they have 
not manufactured an automobile 


always tell the dealer all he ought | that they did not have a voluntary 


business, | order for—and they will not permit 


me as a distributor to use strong- 


‘tory from the standpoint of mass! arm methods with my dealers.” 








——————————— = 


Will Increased Junking 
Bonus Solve Problem? 


(Continued 


ers giving a greater allowance on 
junkers and thus reducing the num- 
ber of cars actually put out of com- 
mission. 

From the dealers point of view he 
feels that the increased sales price 
without in any way increasing the 
value of the car to the consumer 
would result in increased sales 
sistance. 

The complete text of Mr. 
article is printed herewith 
ments from readers will be 
appreciated. Mr. Vane will 
this problem further in the 
bulletin of his association. 

“According to registration § sta- 
tistics there were 23,000,000 pas- 
senger automobiles in service in the 
United States (January 1, 1931). 

“Of this number 15,000,000 were 
built between January 1, 1926, and 
December 31, 1930 

“The remaining 
built prior to January 1, 1926 

“For all practical purposes 
£,000,000 cars have a value as 
chandise not in excess of $25 each. 

“Any car worth not more than 
$25, according to the standards of 
the industry is a “junker.” 

“Each car destroyed makes 
piace for a new automobile on 
highway, according to the logic 
the industry 

“Therefore 
that if 


ré=- 


Vane’'s 
Com- 
greatly 
discuss 
August 


8,000,000 were 
the 
mer- 


a 
the 
of 


we have the 
these 8,000,000 
prior to 1926 were 
would be a market 
automobiles. 
“How then 
8,000,000 cars out 
their owners and 
the scrap pile? 
$.000,000 Junker Automobiles 
“A tremendous part of the dif- 


corollary 
ears built 
scrapped, there 
for 8.000.000 new 


we 
of the 
users 


get these 
hands ot 
and onto 


Can 


ficulty is due to the fact that while 
these automobiles may have a value 
as merchandise to dealers of not 
more than $25, they have a utility 
value to their owners many times 
in excess of this. Even $300, $400 
or $500. 


“Some slight progress in convert- 
ing aged cars into junkers is being 
made by the device called ‘factory 
junking bonus plan’ inaugurated by 
the Chevrolet Motor Company in 
1927 and which was adopted in 1930 
by such other factories Buick, 
Oldsmobile, Oakland-Pontiac, Cadil- 
Jac-La Salle (all divisions of the 
General Motors Corporation), and 
by Studebaker, Dodge Brothers, 
Hupmobile, Nash and Graham 
Brothers. 

“In its essence 
the practice now that about 1 per 
cent. of the sale price of a new 
automobile is segregated into a 
‘junking fund’ by the factory. In 
practice it works about like this: 

“On a new car selling at $1,000 
junk allowance of 1 per cent. 
ates a credit of $10. This is 
given to the dealer, but when he 
sells, say five new automobiles, his 
credit reaches $50. If he junks an 
automobile from his used car inven- 
tory he reimbursed $50. ‘To the 
junking fund it makes no difference 
whether he paid $10 for the used 
automobile or $200 for the used au- 
tomobile so junked, the factory al- 
lows him $50 for ONE junker 
(These figures vary with different 
companies, but the set used here il- 
Justrates the principle). 


$250 for a Junk Car 


“Right now there is a tremendous 
clamor among dealers in all parts of 
the country for an increase in this 
‘junker bonus,’ most such sugges- 
tions advocating a Jump from 1 per 
cent. to 5 per cent. This would pro- 
duce $50 per each $1,000 automobile 
and each five automobiles sold 
would bring the fund to $250. 

“It is calculated that if the dealer 


as 


the plan rests on 


a 
cre- 
not 


1S 


AUTOMOTIVE 


from Page 1) 


The Economics of Junking 
‘More rapid extension of the rate 
junking or an increase in the 
available for junking so far 
has not been feasible for a number 
of reasons, of which the following 
are the chief 

“1, All junking plans depend upon 
the sale of Mew automobiles to pro- 
vide the money with which to 
establish the junking funds. New 
car sales were materially off in 1930, 
and still are at low ebb. 
‘2. The largest single producer in 
the industry, the Ford Motor Com- 
pany, has no junking plan beyond 

units) salvaging 


of 
amount 


a localized (50,000 
operation conducted at Detroit 

The bulk of scrapping under 
factory bonus plans is being carried 
by the General Motors Corporation 
with the Chevrolet division account- 
ing for the biggest number of 
junkers, because it is the largest 
seller of new cars in the General 
Motors group. 

“4. Factory scrapping plans funda- 
mentally have only two methods of 
finance. Either through sales of 
new cars with scrapping funds de- 
ducted from gross income, or from 
net profits capital or sur- 
plus). 

“But this just another way of 
saving that scrapping funds must 
be derived from new car sales (past 
or present), because factory net 
profits (or factory surplus) must in 
the first instance be derived from 
car sales. In a year when the fac- 
tories themselves have taken terrific 
shrinkage in sales volume, and like- 
wise similar shrinkage in net prof- 
its, the reason for the slowness of 
junking plan extension is readily 
explained 

Two Vital Questions 
in mind that junking 
come from income de- 
rived from new car sales (whether 
this be an immediate deduction 
from gross margin or a later deduc- 
tion from net profits): 


and 


‘or 


IS 


“Keeping 
funds must 


“(A) Is the primary purpose of 
junking served by increasing the 
margin on new cars to cover junk- 


ing operations? 
“«(B) Could new car sales be main- 


tained at a rate high enough with 
5 per cent. added to the list price 
for junking to increase the number 
of cars junked over the 1 per cent 
figures? 

“Take the situa.\ion of a factory 
making 50,000 automobiles a year 
which it sells to its dealers at $1,200 
each. Say that it has a junking 
fund of 1 per cent. of its price to 


its dealers. 

“On 50,000 sales the factory has a 
gross income of $60,000,000 and sets 
aside $600,000 for a junking fund. 
Permitting the dealers to pay $100 
a car for junkers, this factory would 
eliminate 6.000 cars as scrap. Per- 
mitting the dealers to pay $200 per 
used car would permit elimination 
of 3,000 cars, and permitting the 
dealers to pay $300 a car would 
mean elimination of 2,000 cars. The 
higher the price paid for junkers, 
the fewer the cars scrapped. The 
higher payment for junkers then 
defeats the very end for which the 
junking fund was created, i. e., the 
elimination of the greatest number 
of scrap units from the highway 
and the market. 

“Now let’s see what the effect of 
increasing the percentage from 1 to 


5 per cent. would be on the factory's 
new car operation. 

Effect on Factories : 

‘The factories, through their long 


experience, have developed almost a 
formula with which to measure the 
effect of price changes upon mar- 
keting conditions. It has been 


found, for instance, that a 3 per 


could allow $250 for each of these cent. increase in price will cause ap- 
used cars, which have a value as/| proximately a 13 per cent. decrease 
merchandise of only $25. but which | in numbers of units made. The fac- 
the owner prizes as being something | tories would have to increase the 
worth $300 or $500 to him as a user,| prices of their new cars if they in- 
the industry would have an excellent creased the junking fund from 1 
chance of getting these 8,000,000 ca1 per cent. to 5 per cent. Let’s cal- 
off the road. culate what would happen if they 
“According to careful calculations, gid. 
the junking process has been carried “The factory we are using for an 
on in the past four years as follows: 
1927 1928 1929 1930 

Total cars junked......... ° 2,400,000 2,600,000 2,700,000 2,200,000 
Cars junked by dealers........ 250,000 370,000 590,000 700,000 
Cars junked by public......... 2,150,000 2,230,000 2,110,000 = 1,500,000 
Per cent. junked by dealers..... 10.41 14.23 21.85 31.81 
Per cent. junked by owners..... 89.59 85.77 78.15 68.19 
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example would have to increase the 


price of its car to the dealer from |} 
$1,200 to $1,260. But this 5 per cent 
increase on the delivery price would | 


from 
38,000. 


cut this factory's production 
50,000 cars to approximately 





Instead of selling 50,000 cars for 
$1,200 to produce $60,000,000 income, 
the factory would now have 38,000 
cars selling at 1.260 to produce 
$47,800,000. The junking fund’ woul 
increase from $600,000 to $2,.394.000 
But while the percentage rate of in- 
crease Of the junking fund has in- | 
crease 500 per cent. the income de- 
rived from Junking has increase 
only 399 per cent 

“At $100 a car for junk, this fac- | 
tory could scrap 23,940 cars. At $20 
a car it could scrap 11,970 cars, 
at $300 a car it could scrap 
cars. 


Effect Upon Dealer 

“What has happened to the deale 
in the meantime? When the manu- 
facturer added 5 per cent. to the 
price, he changed nothing about the 
car which gave it a greater sale 
appeal. Indeed, he did something to 
it that lessened its sales appeal. He 
has made the buyer of the new cat 
pay $69 with which to wash up the 
loss of some one who owns a Cat 
that is really worth nothing, but for 
which some dealer is going to give 
$100, $200 or $300, whatever the al- 
lowance for junkers may be fixed at 
If $100, then the dealer has fo se! 
two of the $1,260 cars to raise $100 
:if $200, he has to sell three of the 
$1,260 new cars to make the allow- 
ance, and if $300, he has to sell five 
of the $1,260 new cars to make the 
deal 

(Here also it is to be noted t I 
am giving the dealer credit bos ‘100 
per cent. application of his junking 
fund. That means that for a $100 
car he would give only $100. If he 
had $200, he would give that amount 
only for a $200 car. If he had $300 
he would give $300 only for a $300 
car. In actual practice we know 
this does not occur, because many 
dealers to sellanew car would give 
$300 for a $100 car, if they had the 
$300, thus reducing the number of 
cars to be junked). 

What has happened 
profits? Say that 
had a gross profit of 
on the 50,000 cars at $1,200 a car. 
That's $240 an automobile. His to- 
tal gross profit is $12,000,000. His 
expenses are $9,000,000, leaving him 
a net profit of $3,000,000. 

“But under the 5 per cent. 
ing plan he selling only 38,000 
cars, his gross still only $240 a 
car, because all that he derives ad- 
ditionally from the price increase 
is put into the junking fund He 
sells 38,000 cars on which he makes 
$240 a car, a total gross profit of 
$9.120.000 But his expenses are 
still $9,000,000, and he sells 38,000 
cars for a total profit of $120,000 

“Now whether the manufacturers 
ought to increase their price and 
Junker allowance and cut their 
profits I leave others to debate. I 
think the viewpoint depends upon 
whether you are a dealer contend- 
Ing with the used car situation or 
an owner of automobile stocks and 
looking for dividends As an 
academic theory it offers great de- 
bating possibilities, but as a prac- 
tical question I don't believe stock- 
holders of motor companies are 
that altruistic 


TRUCK MAKERS 
TO ORGANIZE 
NATIONAL BODY 


(Continued from Page 1) 


to factorv 
manufacture? 
20 per cent. 


the 


junk- 


is 


Is 


the 
appointed to work out 
standardized production plans have 


been attended by considerable prog- 
ress since the last meeting of the 
organization. Members’ expressed 
special interest at the meeting over 
the work done along this line 

One of the objectives of truck 
manufacturers in the association 
at the time of organization some 
months ago was to build trucks of 
identical specifications for any given 
capacity. 

“A definite program covering sev- 
eral phases of our activities was 
taken up at the meetings just held 
and decisions were made according- 
ly,” stated Mr. Chivington. “Engi- 
neers for the organization § are 
steadily at work and making ex- 
cellent progress line with plans | 


that the efforts of engineering 


committee 


in 


recently announced.” 
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Feast Your Eyes on 
This Great Book 


rs a beauty ! But the most beautitul part ot this book les 
notin its cove! but in its many pages. 
For here vou have, at your very finger tips, a wealth ot valu- 


information. Information that is not available 


Information that will mean dollars and 


able automotive 


trom any other source. 


cents to you and your business. 


‘This great book contains a complete collection of successful 


new and used car ads. A myriad of profitable sales and merchan- 


dising plans. An abundance of registration charts and specitica- 


tion tables for both passenger and commercial cars. 


This book with its su cessfully tested ads and plans will enable 


vou to chart a sales course that will be highly protitable to your 


particular business, 

very day of the year you need dependable, accurate tigures 
which will give you an intelligent basis upon which to tound your 
judgements about business problems. And_ here they are—all 


bound into one compact volume and now available to you. 


aaa arenas em mm 


the table of contents listed below and see for your 


this isn't exactly the type ol 


(jlanee at 
self it 
to have. 


hook you have alw a\s wanted 


‘This manual \“ ill be sent to all subse ribers whose subsesiptions 


have at. least six months to run. If your subs« ription expires be- 


fore six months, sign the coupon below, checking renewal square 


and your present subscription will be extended one year, New 
subseribers will also be sent a copy ot this lnportant book. } 
Only a limited number of manuals have been printed. Maal 

coupon below A’ ONCE. 

PART I.—Suecesstul used car ads PART VIII.—New passenger car regis- 

PART I1.—Unique new car ads. tration figures by makes and months 

PART III.—Co-operative ads. for 1927, 1928, 192%), 1930. 

PART IV.—Merchandising plans. PART IX.—New commercial car regis- 

PART V.—Kepair and accessory ads. tration figures by makes and months 

PART \Vi.—Major specifications and for 1926, 1927, 1928, 1929, 1930. 
mechanical details of present Ameri- PART E.<Mew pecsonner ear regieire- 


can models. 


PAR! 
mechanical 
cial cars. 
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( ) My subscription has more than six months to run, 
Manual at once. 


passenger car 


VII.—Major 
details 


tions for 1930 by makes and states. 


PART XI.—New commercial car regis- 
trations for 1930 by makes and states. 


specifications and 
of 1931 commer- 
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Insuring Wholesalers’ Profits With Trucks 


This report on economical 


truck operation 


Daily News. 


in the wholesale field 
was prepared by the General Motors Truck Company, Pontiac, Mich., 
and@ is appearing in serial form in Automotive 





Copies of this | 


report in pamphlet form are now available at all General Motors Truck | 
Company dealer and distributorships. 


I" 


have breakdowns and troubles from neglect of truck 
other 


ment. A truck, like any 


equip- 


piece of machinery, will 


operate most effectively and for the longest time only when 


it is maintained properly. 


Getting an effective maintenanc 


e 


program set up and into opera- 
tion is less of a task than it seems 
at first. The trouble with most 
maintenance set-ups is that they 
go only part of the way. A thor- 
ough maintenance program must 
provide for three steps: 

First: A complete schedule must 


be set up showing what 


DRIVER'S DAILY REPORT 
Truck No. // Date Sof Jo 
Driver... : 


Check tire inflation daily 
Take truck to garage for: 
Battery inspection 
Oil change 
Oiling and greasing 
Mechanical inspection... 0... ......05. 
Washing 


Total mileage 
} Gallons of gas put in 
Quarts of oi! put in 
Engine running emmy’... 
Brakes O.K.? 
Steering O.K.? 
Lights O.K.7 
Wash needed? 
Describe briefly any other edjustmanes! re 
pairs or service needed 





C.0.D. collections and 


A useful driver's re 
4 added to this report if 


ether items may 
desired. 


are necessary and when they should 
be attended to. 

Second: Some one _§ individual 
must keep a record of time or mile- 
age intervals for each truck and see 
to it that each operation is 
died as scheduled. 

Third: Drivers must 
report needed 
ments which arise from time 
time but which cannot be covered 
by scheduled operations. 

Routine jobs of oiling. 
inspection, adjustment, 
s0 on, should be handled systemat- 
ically and regularly. Each of these 
operations is explained, and mileage 
schedules for them are always given 
in the manufacturer's service man- 
ual for his trucks. Setting up a 
working schedule on these routine 


be made to 


ADDS THREE BUSES 
Vancouver, B. C., July 13.— 
ing out the policy of adding 
system of feeder bus lines in 
ciiy of Vancouver, the British 
Columbia Electric Railway Company 
has purchased three 
cost of approximately $35,000. ac- 
cording to company officials. Two 
of these have a seating capacity of 


operations 


greasing, | 
tuning, and 


Carry- 
to its 
the | 


new buses at a | 


thirty-one and are of English manu- | 


facture, while the third, slightly 
smaller, seats twenty-one passengers. 
All are of the latest design in street 


car type bus, providing the maxi- 
mum in comfortable travel. 
PLAN BUS LINE 

Wheeling, W. Va., July 13.—After 


a quarter century of continuous op- 
eration, the Wheeling Public Service 
Company this week suspended trol- 
ley service on its five-mile line be- 
tween Wheeling and Elm Grove. W. 
Va. Plans are in progress whereby 


the company will establish a motor | 
bus line between the two towns this 


month. 


REPORTS TRUCK ORDER 


Irvington, N. J., July 13.—The Na- 


tional Motors Manufacturing Com- | 


maker of Day-Elder 
and buses, announces another or- 
der from the Horton Ice Cream 
Company of New York. 


pany, 


trucks | 


! 


han- | 


repairs and adjust- | 
to | 


| 


. 


jobs should be an easy task if some 
individual made responsible 


for that schedule and its operation. 

Emergency needs for repairs and 
adjustments which arise from day 
to day must be reported by the 
driver. He is the only one who can 
possibly detect these needs, since 
the truck is under his care most of 
the time and is seldom driven by 
|}anyone else. Drivers’ daily reports 
}on the condition of the truck are 
| essential. Minor repairs which are 
| neglected are the cause of a large 
per cent. of all costly major repairs 

(To be continued) 


one 1S 


| 


is far less costly and troublesome to set up a thorough, | 
workable system of preventive maintenance than it is to 


NEW 


tinet, 
Company, 


truck distributor, 
firm 
baker 






SCHEDULED MAINTENANCE ITEMS 


These are the maintenance items one manufacturer’s service guide 
recommends for scheduled, regular attention: 

1. Check and correct tire inflation daily. 

2. Test and fill battery once a month. 

3. Test all lights and signals daily, 
night, 

4. Test 
needed. 

5. Change crank case oil every 
1,000 miles in summer. 

6. Provide thorough grease job every 2,000 miles. 

7. Inspect the truck thoroughly every 2,000 miles—engine, trans- 
mission, clutch, axles, ignition, steering, body and cab—and make all 
necessary tests and adjustments. 

8. Wash at frequent intervals. 

9. Keep the body and chassis well protected by paint. 

10. Demand that drivers report poor performance and needed re- 
pairs at once. 


especially on trucks used at 


and adjust brakes at least once a week, or more often if 


500 miles in winter time and every 


area. 
O.| been on display for several days and 
ithe sales department has been or- 
ganized for the newly acquired line. 


STUDEBAKER TRUCK 
DEALER IN CANTON, 


Canton, O., July 13.—Tom Mar- 
head of the White Truck Sales | 
Canton district White 


has announced his 
has been appointed a Stude- 
truck dealer in the Canton" 


BUS PERMITS APPROVED 


Trenton, N. J., July 13.—Muni- 
the 


Wildwood and Wildwood for 


Out IN FRONT 


since the pioneer days of I9II 


Bo 


Auto-Lite Company. 


The complete truck line has 


‘STERLING ANNOUNCES 
DISTRIBUTOR FOR MINN. 


Milwaukee, Wis., July 13.— The 
Sterling Motor Truck Company, 
here announces the appointment 
|}of the Twin City Sterling Truck 
| Company, a distributor for Minne- 
sota. This is a new organization 


| making its appearance in St. 
jan 
|Diamond T Company. 


;} in the same section for 


| Raymond Ave., 


Paul 
and Minneapolis automobile circles, 
headed by Mark L. Crouse, formerly 
executive of the Northwest 
Previously, 
with Mack 
many years 


Crouse was associated 
and is well known. 
Elaborate sales and service quar- 
ters have been established at 1720 
St. Paul, and repre- 
sentative models of the new Ster- 
ling line are now on display. 
Electric Rallway 


Five Mile sonal 


| Company to reroute the North Wild- 


wood-Wildwaod Crest buses in those 


| cities was approved by the State 


| cipal consents of the cities of North | 


Board of Public Utility Commis- 


sioners 


1911 saw the invention of what has been called the 


greatest single improvement in the automobile— the 


self-starter—and the foundation of The Electric 


Auto-Lite has forged steadily ahead, and 


constantly strengthened its leadership by equipping automobiles 


with electrical systems of the highest quality and dependability. 


Motorists soon learned that they could depend on the efficiency 


of Auto-Lite systems under all conditions. What the motorists 


wanted, the automobile manufacturers were glad to supply — 


so that today Auto-Lite is the world’s largest builder of electri- 


cal startling, lighting and ignition systems. 


To serve the many 


millions of Auto-Lite equipped cars, the country is spanned by 


a great network of efficient, modern 


Auto-Lite stations, 


from the most remote to the most thickly populated sections, 
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